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YOUR MARKET FOR 


National Boy Scout Week, Feb. 6-12, will spotlight the 


14, million American youths engaged in Scouting. This 


is one million more than last year and almost double 
the membership of ten vears azo. The active Boy Scout et OY Sy e oO U ¥ 


field can mean PLUS SALES to you. Are you keeping 


ei é 
pace with the tremendous growth of this lucrative 9 Ki oO e &, 


market? 


INTERNATIONAL SHOE COMPANY 


Distributed through 


ROBERTS, JOHNSON, RAND © PETERS © FRIEDMAN-SHELBY © WINTHROP © SUNDIAL 





NEOPRENE SOLES 


add extra-long wear and comfort 


Bring on the toughest job— these rugged safety shoes thrive 


on hard wear. Durable neoprene soles are combined with steel toe, Only neoprene offers this balanced 
last orm welts and leather uppers eated ith “Quilon’’* ° ° per - 
| t tor velt n t ippers tt t with du n combination of properties 


All seams are sewn with “Dacron’’t thread to complete a design 
that combines comfort with maximum durability for shoe soles of all types 


Resilient neoprene soles put spring into every step stay 


neat and trim whatever the service. They resist softening from Resistance to oils, greases 


heat and refuse to chip or crack despite severe abrasion, Oil Resistance to flex cracking—even at 
rrenme even corrosive chemical have little effect on neo 
freezing temperatures 
prene, Du Pont ynthetic rubber. And the lasting flexibility 

or neoprene soles can be your strongest selling point to those Resistance to abrasion, chipping 
who put a premium on comfort Resistance to acids and other chemicals 
Millions of pairs of neoprene soles have been sold since Resi ' 
esistance to heat 

neoprene’s introduction in 1932. Why not take advantage of 


this acceptance in safety shoes? SEND FOR NEW FREE BOOKLET 
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NT , "| 
DU i Oo NEOI RENE Please send me your new booklet which contains informa 
tion about neoprene soles de scriptions of neoprem un 


The rubber made by Du Pont since 1932 usual properties and superior qualities 


BETTER THINGS FOR BETTER LIVING THROUGH CHEMISTRY 
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to assure each oft your customers her size 





When you sell a pair of shoes, tel] 
your customer she has just bought 
America’s biggest dollar’s worth today. 
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Chk K Face 


President 


Brown Shoe Company 


St. Louis .. . Makers of: Air Step * Buster Brown * Official Boy Scout Shoes 
Official Girl Scout Shoes * Life Stride * Naturalizer + Pedwin * Propr-Bilt 
Risqué * Robin Hood * Roblee * Westport 
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WIDTHS 
AAA, AA, Bg 


~ = ; 
EL TORO y $3.50 
Pump with Pinked Plug and Buckle Tie o 
X811 Black Caif B 342/10 a 
XB13 Red Calf AA 4/10 4 PEGGY 
X818 Kork Leather AAA 5/10 ae Skimmer Pump = * B,C, 1242/3 
» *90 White Glazed Kid B 312/10 
*9] ~Black Glazed Kid AA 4/10 
*92 Brown Kid Suede AAA 5/10 
*93. —~-Red Glazed Kid 
*94 Navy Glazed Kid 
*95 ‘Pastel Pink Glazed Kid 
*96 ~—Black Patent 
*97 ~=—~Pastel Blue Glazed Kid 
*98 Brown Glazed Kid 
*99 ~—-Black Kid Suede 
*910 Silver Brocade—Can Be Tinted 
911 Apricot Glazed Kid 
912 Lime Frappe Glazed Kid 
913 Pineapple Glazed Kid 
915 Turquoise Glazed Kid 
916 Tangerine Glazed Kid 
917 Oriental Cloth 


stock 918 Vanilla Glazed Kid 
Sas A delve A 919 Avocado Glazed Kid 
921 Black Velvet 
924 Blue Kid Suede 


914 24 Karat Gold Brogandi Kid 
Special Price $5.00 


ODERN FACTORY PRICES SLIGHTLY HIGHER WEST OF DENVER 
maar aie ee NEW YORK SALES OFFICE: 


Terms: 5%—30 days. 31 days net. Rooms 933-935 Marbridge Bldg., 47 W. 34th St. 


WRITE FOR NEW CATALOG ST. LOUIS SALES OFFICE: 
Room 409 Silk Exchange Bidg., 12th & Washington 


ED WHITE JUNIOR SHOE CO. DEPT. 8 PARAGOULD, ARKANSAS 
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VIET mE .....coolest color for summer 
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“hottest” color 





in your selling 
for all the warm, 





sunny months. 


SECURITY FOR YOUR 
MARK-UPS AND SUREST 
FOR VOLUME. 


bs YOu 
Washable 


KID, CABRETTA, 
CLOVER CALF & KIP 


and also in White, 


G. LEVOR & CO., INC. GLOVERSVILLE, N. Y. Tanners Since 1876 TAN-ART SUEDE 
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IN STOCK e IMMEDIATE DELIVERY 
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SPIN 
Black Suede, Black Patent 
Black Kid, White Kid $4.75 











BEAU 
Black Suede 
Black Patent $5.75 
Black, Briarwood Brown, 
Navy, Red and White Calf 


$5.85 











FRENCH 
NUDE 
Black Patent 
White Calf 


$6.25 

















SAMBA 
Black Patent 

























Black Calf 

Briarwood Brown Calf 
LONDON Beige Calf 
PUMP Navy Calf 
Black Suede Wedgewood Blue Calf 


White Calf 
$6.25 


Black Patent 
White Calf $6.10 









BON BON 
Black Calf 
Briarwood Brown Calf $5.85 


Black Suede $5.75 








YOUNG FEET DEMAND OUR 






SEND ORDERS TO IN-STOCK DEPARTMENT, DEB SHOE COMPANY, WASHINGTON, MISSOURI 
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SHOES FOR CHILDREN 
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EBY SHOE CORPO ION * EPHRATA, PENNSYLVANIA 


Los Angeles Office § A |, Roo New York Sales Office: 465 Marbridge Bldg 
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_ BUSKENS' 


new styles 






are cushioned 


with AIRFOOT! 





Here are two style-wise wedgies out to make sales history. 


They’re by BUSKENS, Inc., of Manchester, N. H., and both 
are luxuriously cushioned—sole, arch and heel—with AIRFOOT. 













AIRFOOT, made only by Goodyear, is the world’s first and 
foremost foam rubber cushioning designed specifically for 

footwear. That’s why it feels so much better—stands up 
so much better—builds repeat business as well as new sales! 












OTHER AIRFOOT ADVANTAGES: ratio assures instant comeback for life 
Lighter-for-density than other rubber of shoe! 

cushionings — yet the thinnest layer 
stands up! 






Proved quality — years in development, 

; years in use under all conditions, 
. “< < a’? ¢ > : . 

Controlled aeration — ‘‘breathes” all over assures customer-satisfaction. No 


without forming weak spots. crumple, crumble, lump up or break 
Unvarying support—scientific compression down! 


Wb Yyp... np SUPERL/ Wy, Y. 5/5 
Y b mw O 
wor oo» GOODFYEAR 


WORLD'S FIRST, FOREMOST AND FINEST FOAM RUBBER CUSHIONING 
DESIGNED SPECIFICALLY FOR FOOTWEAR! 














How Buskens Cushions with 
AIRFOOT—without unsightly bulk: 


The superior compression and 
comeback ratio of AIRFOOT 
achieves full cushioning with 
thinner insole applications. 





Note to shoe manufacturers: For 
samples and information on ease 
of application, contact: 
Goodyear, Foam Products Divi- 
sion, Akron 16, Ohio. 

















Airfoot—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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Announcing America’s Finest Professional Shoes .. . 


DOUBLER Finger Gore PREMIER Perforated CAREER Moccasin Ox- POISE Finger Gore DUTY Nurse Oxford, 
Loafer, white rubber Oxford, 12/8 ivory ford, white rubber sole Loafer, perforated foam crepe sole and 
sole and heel leather heel, nurse type and heel. vamp, foam crepe sole wedge heel. 

rubber sole and wedye heel 


Above shoes available in following widths and sizes: AAA 6/11, AA and A 5%4/11, B,C, D and EF 4%/11 


(FOUNDER oF THE 





available to qualified dealers Exclusive Clara Barton features 


spell Extra Profits for YOU! 


Foam padded | 


tongue 


on an exclusive franchise 


Now washable white elk Goodyear welts with four new fit-and- 
' , . . , permits snug lacing 
comfort features found in no other shoe of this type! —no binding across 


And they’re selling at a real popular price — about $9.95 retail! thi 


i Foam cushioned 


Clara Bartons boast the name, the quality, the style, the exclusive 
: : arch support 


selling advantages that enable you to corner the professional shoe hairs the Seek, tee. 
business in your community! 5 SMART NEW STYLES — for ens walking fatigue 
nurses, beauticians, waitresses, receptionists, hygienists, home econo- ‘‘Anchor”’ 
eyelet 
holds lacing snug - 
IN-STOCK FOR IMMEDIATE DELIVERY no slipping. _ 
‘‘Breather”’ 
pedivent 


THE H. C. GODMAN COMPANY | (2755600) °° 


Columbus, Ohio 


mists, etc, Advertised in leading nurses’ and beauticians’ magazines. 


W rite or phone today for full details. 
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READILY ADAPTABLE TO PRESCRIBED MILD CORRECTIONS 
OF SCAPHOID PADS OR OUTSIDE WEDGING 


e Straight last, 
neither left nor 
right shoe. 


e Folded seams 
for neat 
appearance. 


e Square-toed 
last for 
maximum 
toe space. 


} e Goodyear 
ia stitch on 
solid leather 


) 
+ 
s 
f ¢@ 
y 3 
i sole. 
y 


j 
i r) 
ull o/ 
iil ” 


*, 
“tenenae®” 


No. A550 , i 
Sizes 2-6 i 


—- STRATE LAST 
WALKING SHOE 


A truly straight last, neither left shoe nor right... a shoe with 
squared off forepart for equal toe room and displacement of area 
within the shoe. Neatly finished with folded seams, designed to 
look trim and smart on the foot. Made with true moccasin con- 
struction and soft Elk leathers for supreme flexibility and supple- 
ness on the foot. A solid leather sole with Goodyear stitch provides 
a firm foundation. 





For the dealer whose doctors recommend— 


. . a longer period of 


NORMAL GROWTH 


in a straight last shoe . . 


...@ basic shoe for mild 


PRESCRIBED CORRECTIONS 


The neutral features of this shoe are ideal for 
mild corrections of outflare, inflare and pigeon 
toes as prescribed by doctors to competent 


. a shoe that continues 
the free shape of the first baby bootie . . . allows 
greater freedom of foot action and foot growth. 


The non-restricting features of the true straight 
last are considered by many experts as more 
conducive to sound foot development. 


POTVIN SHOE COMPANY, 


dealers. The squared-off toe corrects impinge- 
ments to the small toes and the shoe is constructed 
to accept outside wedges or inner scaphoid pads. 





BROCKTON, MASS. 

















THE SELLINGEST THING 


YOU CAN PUT ON A CUSTOMER’S FOOT 


Ne - CREPE SOLES 
A mewtad fled Hi 


Phe original cellular soles* that revolutionized the shoe 
FACTORY MANAGEMENT CONFERENCE 


Netherland Hilton industry are terrific shoe salesmen, They never lose a cus 

Booths 311 & 312 tomer. Today the same people who went for them so en 
thusiastically on sports and leisure shoes are demanding 
business and street shoes with Cush-N-Crepe Soles. 

(nd small wonder... in the appropriate colors and 
Irons, Cush-N-Crepe Soles are neat and smart, and the 
best thing that ever came between a foot and a pavement. 

tetailers are detailing their shoes for Spring ports, 
casual, leisure, street and dress with Cush-N-Crepe 
Soles. The millions of pairs being walked on today are pre 
selling those shoes for Vou, Your custome! will expect 


you to have shoes with this nationally 


advertised Solemark of Quality CUSEN CREPE 


PATENTED SOLF 
REC, US, PATOOFF 
*REG. U. S. PAT. OFF a Fi A ah AAR 


not on all shoes... 


just the best Ones 


ALLIED SHOE PRODUCTS AVON SOLE COMPANY, Avon, Massachusetts 
and STYLE EXHIBIT FOR FORTY-SIX YEARS SPECIALISTS IN FINE SOLE MATERIALS 
Hotel Belmont Plaza 
Oak Room B 


Makers of the famous 
Avon Du-Fiex, Avonite and Du-Fiex Avonite Soles 





A 
Forecast: @ aS Brisk Sales Ahead for 
ar 


n CW Summerweight 


Yorktown Air-T'reds 


ADVERTISED IN 
LIFE AND ESQUIRE 


THREE GENERATIONS OF FINE SHOEMAKING 














Yorktown 
AIRTRSD 


also makers of 


YORKTOWN SHOES FOR BOYS 





Here's a Yorktown warm weather 
promotional idea with double 
barrelled appeal to your customers 
Light and flexibie, these new Air-Treds 
combine the matchless foot ease of the built-in, 
shock-absorbing air cushion and the smart 
breeze-catching coolness of 100% nylon mesh 
n straw design. These standout values can 
spark new sales... keep old customers sold 
There is an attractive selection of styles in 
smart nylon meshes to retail at $10.95-$11.95. 


Write now for catalog or for salesman to call 
GARDINER SHOE CO., INC. 
MAIN OFFICE, FACTORY AND IN-STOCK DEPARTMENT 


GARDINER, MAINE 


NEW YORK SALES OFFICE: Marbridge Bldg., 47 W. 34th St 
FAR WESTERN DISTRIBUTORS: Solnit Shoe Co., Buckingham & Hecht, 817 S. Los Angeles St., Los Angeles 





: Selling from a stock of 
better than 1,000,000 pairs of shoes 
iS as easy as 


addressing this envelope 


ENNA JETTICK dealers really have it! They rarely lose a sale for want of a size, width oi 


color ... and yet they work with a healthy inventory! 


They use the largest and most efficient In-Stock Service in the women’s shoe industry 
At peak it stocks better than 1,000,000 pairs of shoes. 


In most instances all a dealer does to ‘‘clinch”’ a sale is to write or wire our In-Stock 


Department. It ships orders 97% complete, and normally within 24 hours of receiving them. 


This means that if you’re an ENNA JETTICK dealer you have a better chance of operating 

at peak volume. You re-fiil sold sizes quickly, keep best-sellers selling the best, service 
customers with extreme sizes and widths, get steady repeat business from your excellent fitting 
service. And you wind up the year way ahead in net profits! 


If you don’t have this kind of stock service, we invite you to contact us 


mn Jottiobs 


The Shoes You Love To Live In 


$Q95 - 31 (0) 


e Styles $11 95 


® 
DUNN AND McCARTHY, INC., Auburn, N.Y. 
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A Fresn Look in Leathers for Casual Wear 
4p Ah wr] 


in Inspired Colors 

















by €ikeneral 


A full-bodied split especially tanned for 


the new casual footwear... distinctive with 
its handsome Continental 4-way nap... 


dramatic in a world of ne w authoritative colors 


5 STAR * QUALITY 


for Fall. Popularly priced for volume shoe 


wh 


Eienera Split Corporation 


World's Largest Producer of Glove Leather Splits 


production. Write for new swatch hook. 


730 W. Virginia St © Milwaukee 4, Wisconsin 
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JUMPING“ JACKS 


NEWS 
4 





MILLIONS OF MOTHERS AND CHILDREN 
WILL READ ABOUT 


JUMPING“ UACKS” 


America’s Finest Fitting Shoes For Children 

















A short time ago, a letter that H. C. Guthrie | “aa 
of the Shoe Box in Boulder, Colorado, had | 
written to his salesmen, was getting wide and | 







aE for 
well-deserved publicity. YOUNG LADIES 
. ‘ : FA 
It was filled with simple, common-sense helps stitial 
and suggestions for success in selling and we 
quote but a few: | IN THEIR FAVORITE MAGAZINES 










“Handing out exactly what the customer asks 
for is not selling ... What are you going to 
do with a customer who doesn’t want what 
you have to offer? The answer is: ‘Show to 
Sell.” Someone in another store is going to 
accomplish the sale. That person is just a 
better salesman than you. 





7 
\\ Fees 


























“The pessimist goes through life believing 
that whatever he is about to do cannot be 
done and, for sure. he’s done. 








“The optimist is doing every minute of the 
day exactly what the pessimist fails to do 
because he hasn't the courage. 











“The outcome, failure or success of any 
project depends on your state of mind at the 






very instant you start it, 







“Radiate confidence for it is contagious. A 
smile is the international language. How else 
would you sell a Chinaman, if you didn’t 
speak Chinese?” 







TRIOGER 














Show to sell . . . the successful salesman 


knows that technique. for it works for him F 


all the time. - 
== modern 
—e adern # 
ee oo Se, TARZAN, uaa screen 


Publisher 
Boot ano SHoe Recorper VAISEY-BRISTOL SHOE COMPANY = Monet, Mo 
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COMFORT... your 2 major selling points... 


combined in 1 shoe! 


Step comfort brings them back! 


Any of a score of America’s most 
style-wise shoe manufacturers could 
have made the handsome wingtip 
you see above. But this one is dif- 
ferent: it was made over that famous 
Guide-Step last 


This shoe is a Johnsonian Guide- 
Step, and like every other shoe in 
this complete line, it combines flaw- 
less styling and wonderfully com- 


ENDICOTT JOHNSON CORPORATION, ENDICOTT 1, 


16 


fortable fit. The secret is in Guide- 
Step lasts, developed during 30 years 


of research involving hundreds of 


thousands of foot measurements on 
feet in lasts mean 
comfort. 


action. These 


Think what this means to you in 
terms of increased business: John- 
sonian Guide-Step style brings men 
into your store, Johnsonian Guide- 


Like to learn more about these fast- 
moving, nationally advertised shoes? 
Drop us a line for further informa- 
tion, or a visit from one of our repre- 
sentatives if you wish. Remember: 
style and comfort, in one line of shoes! 


Priced to retail profitably at $9, 95 to 12.95 


Nationally advertised in LIFE, SATURDAY EVENING POST, LOOK, 
ARGOSY, AMERICAN LEGION, and FARM JOURNAL 


E-STE 
N. Y., 


ST. LOUIS 2, MO., NEW YORK 


oe. ee 
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Editorial 
—Outlool 








"A Store Is More Than a Store .... 


Ic Is Part of the 


Tus straightforward statement of one of the truisms 
ol retailing is by Don Fowler, vice-president ol the 
National Retail Dry Goods Association. It was quoted 
by Howard H. Bennett, executive vice-president of 
Zion’s Cooperative Mercantile Institution in his address 
N.R.D.G.A. 
held in New York City recently. The subject of Mr. 


Bennett's address was the necessity for 


to the closing session of the convention 
retailers to be 


aware of the real needs of their communities in dis- 
charging their responsibilities for moving the country’s 
increasing production into the hands of its ever-grow- 
ing population. 

This quotation is particularly important in light of 
the emphasis which is being placed on various types 
of discount stores in the business press and newspapers 
of the country. New and different concepts of living 
and methods of doing business usually command great 
public interest perhaps, more than they actually 
deserve. The fact that they are unorthodox and chal- 
lenging to the accepted standard wins headlines for 
them. The resulting publicity dignifies them with a 


stature which sometimes fails to endure. 


Opinions Differ 
Qualified opinion differs on what the final outcome 
of the discount house’s impending assault on the soft 
goods field will be. Some shoemen feel that its present 
sales techniques will work in shoes. Others say that the 


discount house has a lot to learn about sales costs. 


inventory, turn-over, mark-down, and the many spe- 


cialized merchandising functions necessary for survival 
in shoe retailing. 

They suggest that those techniques which work su 
cessfully in selling refrigerators, floor waxers, or steam 
irons, items which are carried in a limited number of 
models, will not apply to the broad range of sizes and 
colors found in most of the items which comprise the 
soft goods category. 

A successful shoe department must carry a sufficient 
a wide variety of consumer tastes 


inventory to satisfy 


in styles and colors and it must carry its merchandise 


in depth. in the dozens of sizes and widths necessary 


to do an adequate fitting job. Unlike refrigerators. 
shoes cannot be sold from floor samples and delivered 
from warehouses, 

In any but the most super fic ial shoe retailing opera- 
trained shoe 


tion merchandise must be bought by 


buyers and sold by skilled shoe fitters. Inventory con- 
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Lives of People” 


trol requires the constant supervision of competent mer- 
build 


eventually be reflected in markup. 


chandise managers. All overhead which must 

In the present stage of its development the discount 
house seems to be using shoes as an extra sale item to 
take further advantage of traflic created by customers 
hunting for bargain appliances. When the price is low, 
the customer responds impulsively, forgetting for the 
moment the important considerations of style and color. 


But 


customers, not impulse buying. They must bring cus 


successful shoe businesses are built on repeat 
tomers the shoes they want when they want them in a 
reasonable selection o} colors and im sizes and u“ idths 
and inventory 


to fit most feet. This means inventory 


must be turned. Finding effective ways and means to 
keep it turning profitably has occupied the minds of 
merchants since time immemorial. 


smart ‘To compete 


in shoes, the discount house must embrace some phase 
When it 
the additional overhead burden which a 
That final test of its 
a retail distributor of 


that 


of a service operation, does, it must assume 


service opera 
day will bring the 


tion entails. 


efliciency as shoes 


One of 


has in appliance selling is the ready 


the strongest allies the discount house 


availability of 


nationally advertised branded merchandise in volume 


It is doubtful that such a situation will ever prevail 


in their shoe operations, 


Dependability 


Time has demonstrated the necessity for a shoe 


retailer to have a dependable source of supply and for 


the manufacturer to have an active. loyal, financially 


sound outlet for his brand... This dependability can 
result only from a mutual respe@t by retailer and manu 


facturer for each other's integrity and fair dealing 
And. the department store’s stiffening attitude toward 


break’ 
is doubt 


discount house competition may well serve as a 
on its expansion into the soft voods field. It 
ful that the department store will stand idly by and 
allow the discount house to make off with its soft goods 
business. A hint of this 
tained in Mr. Bennett’s speech before N.R.D.G.A. 


“Tt do not believe that we should drop depart 


Come was con 


strugele to 
when 
he said, 
ments that are essential to a well-rounded department 
store just because price competition makes it difficult 
to operate them profitably. If we give up appliances 


the discount house may attack men’s wear, then other 


rURN TO PACE (2, PLEASE | 
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Fashion’s most favored leather in fashion’s authoritative colours. 


Illustrated: the Alexis pump by Clark Shoe Company, Auburn, Maine... 


in Hubschman’s *3315 Rattan... also in *507 Flight Blue and *516 Basque Red 


E. HUBSCHMAN & SONS, INC., PHILADELPHIA 23 FASHION OFFICE: EMPIRE STATE BUILDING, NEW YORK 1 
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Glass 


“Will pay for itself in half the time expected. 


store are Pittco™ Store Front Metal 
Carrara® Structural Glass 
Polished Plate Glass 
Doors 


PITTSBURGH PRODUCTS used 


in this modern good looking 





Pittsburgh 
Plate 


frame. 


Herculite® 


and a Pittsburgh Door 


o“e 
4/4 


says Sam N. Rose. Owner, Edward’s Shoe Store. Cuyahoga Falls, Ohio 


about his new Pittsburgh Open-Vision Store Front. 


“It was hard to believe the value of 
good display until we had our new 
store front installed. It will pay for 
itself in half the time we thought 
possible.” 

Everywhere in the country mer 
chants in all sorts of stores are talk- 
ing their Pittsburgh 
Open-Vision Store Fronts—and the 
helping to 


about new 


way these fronts are 
build up new businesses and to im- 
prove old ones. Increases in busi- 


ness as high as 70% are not unusual 








PITTSBURGH 





PAINTS + GLASS + CHEMICALS - 


PLATE 


following a good modernization 


with a Pittsburgh Front 

And what helps one merchant 
will help others too—including you 
If you haven't recently remodeled 
or improved your store, you owe it 
to yourself and your business to in 
Pittsburgh 


Store Fronts. Just send in the con- 


vestigate Open-Vision 


venient coupon and we'll be glad to 
give you more information on Pitts 
burgh Store Fronts and Store Front 
Products. 


BRUSHES + PLASTICS + FIBER GLASS 


GLASS 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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COMPANY 














Pittsburgh Plate Glass Company 
Room 7180, 632 Fort Duquesne Bivd 
Pittsburgh 22, Pa 


Please send me a FREE copy of your 


store front booklet 
Name 


Address 

















High tops, plaid-lined 
convertibles, low Bluchers, 
feather-light straws. Priced to 


retail from $5.95 


NEW LOW.-CUTS 

IN RANCHTAN 

OR STRAW! 

Ranchtan is popular 
Blucher style the Strau 
so light it floats up with a 
toy balloon! Low-cuts to 


sell from $5.95. Straws 


from $7 95 


> 


_ 
based on last Spring’s smash introduction! 


Here you see the new Funtime Footwear that made 
such a hit last spring—now expanded to a complete line 


for men and women. Four different styles. Wide color 


choice. Sturdy soles for all-season wear. They're here; 


they’re hot—they're by Ripon! 
Last spring a Midwest retailer ran a try-out ad 
on these new gadabouts. 700 pairs sold the first week 


reordered three times! 


Write for illustrated price list of the new Funtime Footwear 
Ripon Knitting Works, Ripon, Wisconsin 





NEW SLIPPERETTES 


NEW SCUFFs, 


For 
Men and women 


H 

: - 'N lerry or leather 
ers in terry. leathe 

Mich bro, ades ‘ 

Priced to retail] 

from $1.66 


NEW RIVIERAS, 


Amer; 4n Biltrit 
e 


soles 4nd heel, 


Washable 
Retaj) 
from $3 50 


FOR ALL; 


Leather trimmed for 
men... nylon Lure 
Styles for women 
button eye poms 
for « hildren 

Stock only one 

51Ze for each! 

Sell from $1.95 
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THE BRISTOL SHOE COMPANY, PONCE, PUERTO RICO, ANNOUNCES THE USE OF 





Gardner |Redj-[ote| Shoe Box 


TRADE MARK 











~~ 
A 


GIVES SERVICE 


TO ALL THREE! 


IN STOCK | —— HANDY 
STORAGE | RETAIL CARRY-OUT 
iia it | SHELF USE 


” 











AUTOMATIE 

BLANKS 
OF STORAGE 
SPACE REDI-TOTE is 


rapidly becoming the indispensable shoe box 


° [ because of the advertising value and savings it affords 
FOR 


MANUFACTURER y ¢ 5 manufacturer and retailer. Furnished as a 2-piece blank 


SAVES WAREHOUSE SPACE ¢ a ? Redi-Tote is printed to the manufacturer’ 

ADVERTISING SHOE BRAND ; and design on all six surfaces. New Redi-Tote can be set up 

sy baila gp oar FOR RETAILER on most existing in-plant box forming equipment 

es ) j a . - 

HANDLE PROVIDES SERV- fycOURAGES “TAKE is stronger because of its glued, double-walled construction 

4 4 e 

ICE TO RETAILERS WITHS” © POPULARIZES Retailers like Redi 
SHOE BRAND ALL OVER yet, does not change handling 
TOWN * SAVES TIME AND 

: a habits and has the added advantage of the built-in 

WRAPPING MATERIALS } 
* BUILT-IN HANDLE 
SPEEDS UP CUSTOMER 
SERVICE 


, 


8 own specifications 


Tote for in-stock use because it has the 


features of a conventional box 


handle, which saves time and wrapping materials. 


PRINTED SAMPLES and information on request. Address: 


America’s Leading Retail Box Manufacturer 
FOR CUSTOMERS 


ATTRACTIVE AND STYLISH 
* EASY TO CARRY * SAVES 
SHOPPING TIME 


LOCKLAS OrnilO 
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BILTRITE 


SOF-CEL 


SOLES 









FOR SLIPPERS ...SCUFFS...BEACH WEAR 


Biltrite Sof-Cel is the extremely light cellular soling material 
which combines soft comfort and durability, It's remarkably flexible 
and resilient. Closed cell construction prevents the absorption of 
water, Available in a variety of the latest, most popular colors 


. in uniform sheets. 


FROM THE WORLD'S LARGEST PRODUCER OF SHOE SOLING MATERIALS 


= 
ea. a 
NS « file 





HEELS AND SOLES 





AMERICAN BILTRITE 


RUBBER COMPANY 


CHELSEA 50, MASS. 


in Canada: American Biltrite Rubber Co. (Canada) Ltd., Sherbrooke, Que 
Warehouses: 4464 District Boulevard, Los Angeles 1610 Gratiot Street, St. Louis 


Printed in U.S. A 
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CUSTOM trees will travel — 
because they're ever so light 


and shoes can be packed 


toe to heel simply 


and without harm 


f? 


f 


WA BCA), 


It has a super Millertone 


finish in keeping witt 
smart looks 


t« 








: - the cream of shoe trees, so beautiful it stirs 


open admiration from men who sell and who wear fine 





footwear. The extra low lines, the smoothly graduated 


curves give it a sleek continental design, 


yet it does its treeing well 


But looks are just part of the story. It’s a truly light 


tree almost half the weight of a conventional full tree. 


It’s as light as trees selling for as much as $7.50 


yet 


modern design and finish set it in a class by itself, 


You'll know this is so hecause you Can price these trees 
in a bracket that will keep them selling. Show the Miller 


CUSTOM with every shoe sale and you can show a real 


profit from trees. Write for prices and the whole story 


PLYMOUTH, N.H. 


MONEY GROWS ON MILLER TREES 
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Good Buying Reported at January Shows 





Philadelphia, Syracuse, Detroit, Cleveland and St. Paul 
All See Good Business Ahead—Retailers Are Optimistic 


Regional shoe shows, particularly 
those held early in the year when or- 
ders are booked for spring and early 
summer merchandise, are usually ac- 
curate barometers. This year saw well- 
attended gatherings at the Mid-Atlan- 
tic show in Philadelphia, at the Empire 
State show in Syracuse, at Detroit 
where the Michigan Shoe Retailers As- 
sociation sponsored an unusually large 
affair, at St. Paul where the show was 
sponsored by the Twin City Shoe Guild, 
and at Cleveland where the Cleveland 
Shoe Caravan was held by the Ohio 
Shoe Travelers Club. 

Buying at all these shows was good, 
ranging from “satisfactory” through 
“substantial” to “much better than 
last year.” 


Mid-Atlantic Show Well Attended 


PHILADELPHIA— The 43rd Annual 
Mid-Atlantic Shoe Show opened at the 
Hotel Benjamin Franklin in Philadel- 
phia on January 12th and continued 
through the 16th. The purpose of this 
Market Week was to bring together 
the retailers from a _ regional area 
within a fifty-mile radius of Philadel- 
phia for the discussion of mutual prob- 
lems and an exchange of information. 
For the shoe travelers it was an op- 
portunity to see their accounts in their 
own bailiwick and to show them the 
latest spring and summer styles; to 
follow up on deliveries and to do a pub- 
lie relations job, 

Reports of attendance on the first 
day were most satisfactory. Nine hun- 
dred persons registered on Sunday, 
making this the third largest registra- 
tion for the opening day. Actually, the 
number could very well have been 
closer to a thousand since many people 
didn’t wait to register put immediately 
went to the exhibit floors to look over 
the lines of men’s, women’s and chil- 
dren’s shoes on display. 

In many cases, sales representatives 
had made their appointments in ad- 
vance and were ready to start working 
immediately. Most of the exhibitors 
interviewed indicated that there was 
good traffic in their rooms and that 
orders for “satisfactory” to “substan- 
tial” pairage were written. This de- 
spite the fact that most of the sales- 
men had made their initia! selling pitch 
on the first spring shoes in November. 

Deliveries were scheduled for late 
February and early March in an effort 
to give retailers a chance to get the 
new shoes on display, to sense con- 
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sumer reaction and, perhaps, to re- 
order in time for Easter business. The 
consensus was that the late Easter 
would give merchants a chance for a 
longer selling season. 

The Mid-Atlantic Shoe Show was a 
working The social program 
could be designated as an “austerity 
program.” Instead of the usual lunch- 
eon or banquet that would take poten- 
tial customers away from. exhibit 
rooms, there was a Hospitality Head 
quarters where customers and friends 
of the exhibitors got 
coffee break, sandwiche 
tion. 

Educational displays were another 
attraction for visitors to the Hospital 
ity Headquarters in the Franklin and 
Lafayette Rooms. The United Shoe 
Machinery Corporation’s presentation 
featured a step by step description of 
how a welt shoe is made. Leather In 
dustries of America put the 
on “The Magic of Leather. 
Sells Footwear and the 
for Spring-Summer.” 

Style-wise, the 200 lines on display 
featured the men’s, women’s and chil 
dren’s shoes that are expected to ac 
count for the major selling during the 
six weeks and 
Easter. In 


show. 


together for a 


and conversa- 


emphasi 
Leather 


Leather Look 


prio} to 
women’s 


including 
shoes, black, flax, 
vanilla, primavera, white were the 
important colors in patent, calf, kid, 
textured leathers, straws and fabrics. 
Highlights in the children’s shoes were 
the pumps and swivel straps in girls’ 
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Next NSRA Style Conference 
Scheduled for February 27 


NEW YORK—The fall and winter style 
conference of the National Shoe Retall- 
ers Association will be held at 2:30 P. M., 
Wednesday, February 27, in the Terrace 
Room of the Hotel Plaza, New York. 

The clinic-like program will outline 
for members of the shoe and allied fash- 
lon industries the important domestic 
and foreign trends in apparel fabrics, 
color and silhouette, that will influence 
the shoe style picture for the seasons 
ahead. It will also cover the new de- 
velopments in the leather market, as 
well as incoming shoe design trends. 

All members of the shoe, leather and 
allied fashion industries are invited to 
attend; however, admission tickets will 
be necessary. These can be procured by 
writing Association headquarters, 274 
Madison Avenue, New York. 








Footwear Production Showed 
Slight Gain in 1956 

New YORK Although footwear 
production was off during the latter 
part of 1956, the year as a whole 
showed an increase of 1.6 per cent 
over 1955. This is the estimate of the 
Tanners’ Council of America, 
on preliminary reports. 

Production during 1955 amounted to 
576,973,000 pairs. In 1956 the total 
was 586,182,000 pairs, the Council re 
All categories, with the 
tion of youths’ and boys’ shoes, shared 
in the increase 

December production was 


based 


ports. excep 


42,000,000 
pairs as compared with production of 
45,551,000 pairs in the same month of 
1955. This was 7.8 
cent. 

The that 
January 1957 production was approxi 
mately 50,000,000 decline of 
5.9 per cent from January 1956, when 
53,139,000 pairs 


a decrease of per 


Council estimates, also, 


pairs, a 


the output was 


Large Lot of Combat Boots 
Bought for U. S. Army 


PHILADELPHIA—The Military Cloth 
ing and Textile Supply Agency of the 
Philadelphia Quartermaster Corps 
has awarded contracts to ten manu 
facturers to make 551,016 pairs of 
boots for the United States 
Army. The boots are to be made of 
black leather with toes and 
will have rubber soles and heels. Total 
value of this is $3,8650,- 
367.78. Companies which have received 
contracts under this procurement, 
quantities and prices are: 

Georgia Shoe Manufacturing Co., 
93,528 pairs, at $6.83-$6.97 per pair; 
A. S. Kreider Shoe Manufacturing Co., 
21,000 pairs at $7.19; John Addison 
Footwear, 32,500 pairs at $7.09; Wor 
cester Shoe Co., 38,736 pairs at $7.05 
$7.15; General Shoe Corporation, 44, 
000 pairs at $6.90-$7.10; Endicott 
Johnson Corp., 36,000 pairs at $7.23; 
International Shoe Co., 76 pairs at 
$7.19-$7.29; Kirkendall Boots, Ine., 
120,000 pairs at $6.80-$6.89; Belleville 
Shoe Manufacturing Co., 35,000 pairs 
at $6.66; R. P. Hazzard Co., 54,000 
pairs at $6.94-$7.005. 

In another procurement, contracts 
were awarded to make 212,244 pairs of 
black calf leather dress oxfords with 
plain toes. Total cost is $1,201,144.26 
Successful bidders were Perry-Norvel! 
Co., 48.000 pairs at $5.69 per pair; 
Endicott Johnson Corp., 48,000 pairs 
at $5.64; Sportwelt Shoe Co., 16,244 
pairs at $5.665; and J. F. McElwain 
Co., 100,000 pairs at $5.62-$5.72 


combat 
capped 


procurement 








Stone-Tarlow Acquires Field and Flint Co. 





BENJAMIN STONE 


MASS. Samuel Stone, 
the board, Stone-Tarlow 
Industries, Ine., of Brockton, an- 
nounces that his company has _ pur- 
chased the Field and Flint Co., also of 
Brockton, manufacturers of Foot-Joy 
treet and golf shoes, and Dr. Locke 
shoes for men, at an undisclosed price. 
This brings about the con- 
solidation of two of the best known 
manufacturing names in the New 
England shoe manufacturing industry. 


BROCKTON, 
chairman of 


purchase 


The Field and Flint Co. will con- 
tinue under the same name, manu- 
facturing shoes under the Foot-Joy 


trademark. Benjamin Stone, president 
Stone-Tarlow Industries, Inc., will also 
be president of the Field and Flint Co 

Field and Flint Co., celebrating its 
100th anniversary this year, has been 
controlled by the same family since 
its inception in 1857. Always known 


as a maker of men’s fine shoes, in 
recent years they have also become 
known as one of the largest manu- 


facturers of quality golf shoes in the 


world, The Foot-Joy golf shoes are 
worn by a majority of leading golf 
professionals. In the 1956 National 


Amateur and P.G.A. tournaments, over 
85 per cent of the players wore them. 

Stone-Tarlow Industries, Ine. is the 
ubsidiary of Stone 


wholly owned 





DANIEL S. TARLOW 


Tarlow Co., Inc., who have been manu 
facturing men’s fine Goodyear welt 
shoes since 1918 in Brockton. Stone- 
Tarlow, Inc. is the exclusive manu- 
facture: of “Elevators” famous 
height-increasing shoes for men. They 


also manufacture men’s shoes under 
these trade name Signatures, Flex- 
life and Staco; and are currently 


manufacturing men’s Walk-Over shoes 
under contract with the Geo, E. Keith 
Co. It is believed that the additional 
manufacturing facilities will permit 
them to expand their operations with 
the Geo. FE. Keith Co. 

The officers of Stone-Tarlow Co., 
Inc., Stone-Tarlow Industries, Inc., and 
the Field and [lint Co. Samuel 
Stone, chairman of the board; Ben- 
jamin Stone, president; Daniel S. 
Tarlow, treasurer; Richard N. Tarlow, 
Leon Robin 
William E. 


are: 


executive vice-president; 
son, vice-president; and 
Tarlow, vice-president. 

Clarke L. Wilcox as vice 
president in charge of sales for all 
Foot-Joy shoes, and John Maguire will 
continue as general factory superin- 
tendent of the Field and Flint 
factory which will be retained at its 
present Brockton, 43 Enter- 
prise Street. 


continues 


Co. 


site in 





Nunn-Bush Annual Report 
Shows Sales Increase 


MILWAUKEE—Net profit of $414,619 
or $2.28 a share for 1956, a loss of 
$54,647 or 36 cents a share as com- 
pared to 1955, but total sales for 1956 
of $15,209,991, a gain of $263,119 over 
1955, were reported by J. B. Buchanan, 
president of Nunn-Bush Shoe Com 
pany, in the firm’s annual report to 
stockholders, associates and workers of 
the company. 

“Working capital increased by $216,- 
344 after investing $95,303 in ma- 
chinery, equipment and store fixtures,” 
Mr. Buchanan said in his president’s 
letter. “The long term debt was re- 
duced by $100,000 and dividends were 
paid in the amount of $233,828. We 
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continued to make gratifying improve- 
ments in our distribution in a field 
narrowed by fewer independent manu- 
facturers and retailers in the men’s 
high grade shoe field.” 

Dividends paid stockholders in 1955 
amounted to $176,263, but number of 
stockholders increased in 1956 from 
767 (1955) to 828. Shoe workers after 
serving two years with the Milwaukee 
plant as employes have the privilege 
of becoming “associates,” men and 
women who have elected to work for a 
share of production rather than an 
hourly wage. Number of associates 
and employes in 1956 (as of October 
81) total 1,641 as compared to 1,594 at 
the same time in the previous year. Of 
this number, 292 have completed 25 
vears of service; 330, ten or more. 


R. D. Northrop, Prominent 
Ad Executive, Dies 

Boston — Richard David Northrop, 
prominent Boston advertising execu- 
tive, died January 17 at the Norwood 
Hospital, Norwood, Mass. 

Mr. Northrop was born in Middle- 
town, Conn., August 30, 1886, the son 
of David W. and Mary Stuart North- 





rop. He graduated from Wesleyan 

College in 1909, and joined the staff 
RICHARD D. NORTHROP 

of the Middlesex County National 

Bank of Middletown. In 1911 he be- 

came treasurer of the Multibestos 

Company. Becoming increasingly 


interested in the rapidly growing 
advertising business, he joined the 
former Greenleaf Company of Boston 
in 1916. From 1920 to 192% he was 
associated with Boor AND SHOE 
RecORDER, and the Dry Goods Econo- 
mist, now the Department Store 
Economist, in promotional work. 

In 1931 Mr. Northrop founded the 
R. D. Northrop Company and in the 
following years established it as one 
of the leading advertising agencies in 
Boston. In 1954 he consolidated his 
company with Bennett, Walther & 
Menadier, Inc., to form Bennett & 
Northrop, Inc., and served as treasurer 
and director of the new company until 
his death. 

Mr. Northrop had many civic 
interests. He was trustee of the Nor- 
wood Hospital, of the Norwood Public 
Library, and a member of the Norfolk 
County Tuberculosis and Health As- 
sociation, of which he was president at 
the time of his death. For several years 
he was a member of the Board of As- 
of Norwood. 

Mr. Northrop was a member of the 
Algonquin Club, the Dedham Country 
and Polo Club, the Advertising Club of 


sessors 


Boston, and also of Psi Upsilon 
fraternity. 
He leaves his widow, the former 


Jessica Rose, of Block Island, R. I.: a 
daughter, Mrs. Richard W. Baker, of 
Wallingford, Pa.: a son, Richard D., 
Jr., of Needham, Mass.; a sister, Mrs. 
Arthur Burdick of Quincy; and five 
grandchildren. 

Funeral services were held Sunday, 
January 20, at the First Congrega- 
tional Church in Norwood. 
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JOSEPH E. MAYL SAM 


AKRON, O.—Retirement of Joseph E. 
Mayl, vice-president, general products 
group, Goodyear Tire & Rubber Com- 
pany, has been announced 
E. J. Thomas, president. 

Sam DuPree, general manager of 
Goodyear’s industrial products di- 
vision, will succeed Mr. Mayl. Mr. 
DuPree will be responsible for coordi- 
nating activities of the company’s in- 
dustrial] products, aviation products, 
metal products, shoe products, foam 
products, films and flooring divisions, 
and the government sales department. 

R. B. Warren, former sales manager, 
industrial products, has been ap- 
pointed to the post to be vacated by 
Mr. DuPree. 

Mr. May] joined Goodyear in 1924 
as assistant manager of its truck tire 
department. A year later, he was ap- 
pointed manager of the truck and bus 
department and then, in 1929, was 
made manager of the company’s south- 
ern division. 

In 1937, he was sent to the west 
coast as vice-president of Goodyear- 
California, remaining there until 1944, 
when he returned to Akron as vice- 
president and sales manager of Good- 
year’s tire sales division. With forma- 
tion of the company’s films, foam and 
flooring division in 1952, he was ap- 
pointed vice-president of that new sales 
group. 

In the top level management re- 
organization announced by Goodyear 
in April, 1956, Mr. Mayl was named 
subsidiary-vice president to coordinate 
activities of the company’s genera! 
products divisions. 

Mr. DuPree, a native of Woodstock, 
Ga., was graduated from the Univer- 
sity of Georgia Tech, Atlanta, in 1931 
with a degree in mechanical engineer- 
ing. He joined the Goodyear organi- 
zation at Akron in 1934, starting on 
the company’s production training 
squadron. Transferring to industrial 
products development, he was named 
development manager at the new 
molded and extruded goods plant at 
St. Marys, Ohio, in 1939. Named sales 
manager at St. Marys in 1945, he was 
returned to Akron as assistant sales 
manager of industrial products in 
1947. 

Mr. DuPree was named assistant to 
R. S. Wilson, executive vice-president, 
in 1953, serving as liaison executive 


here by 


February |, 1957 





R. B. WARREN 
with the company’s industrial, 
chemical and metal products divisions. 
He was appointed to his most 
duties in January, 1954. 

Born in Hillsboro, Ohio, Mr. Warren 
joined the firm in 1927 upon gradua 
tion from Ohio Wesleyan University, 
Delaware, O. Assigned to Atlanta, Ga., 


hoe, 


recent 


in 1933 on industrial products work, 
he entered industrial rubber goods 
sales there in 1936. 

Transferred to New York in 1938, 


Mr. Warren served as assistant head 
of the Navy rubber director’s office 
during World War II, with the rank 
of lieutenant-commander. He was as 
signed to New York as a special repre 
sentative for the company’s industrial 
products division in 1945. 


Mr. Warren was named division 
representative at New York in 1947, 
and Pittsburgh district manager late 


the same year. Appointed manager 
of industrial products southern sales 
organization in 1949, he was named 
manager of industrial products depart 
ments at Akron in 1953, and was pro 
moted to his present post in June, 1956 


IS Area Meeting Features 
Cast-Molded Shoe Process 


PHILADELPHIA—A demonstration of 
the methods of fabricating cast-molded 
shoes was the featured event of the 
regional meeting of the Independent 
Shoemen held here Mid 
Atlantic Shoe Show. 

The demonstration was prefaced hy 
a talk from Miss Josephine Petts, 
Murray Space Shoe Laboratories, on 
the potential in this market for re- 
tailers. Dr. Herbert Lovett, director of 
the Image Shoe Laboratories, demon 
strated his technique of cast-molding 
Another type of molding, “Foot-So 
Port” cast molding, was discussed by 


during the 


Ben Finn, executive director of 
Independent Shoemen. 

In another order of business, Arnold 
Goldman, co-chairman of the IS 


Functional Footwear 
ported on Ripple Soles. Mr. Goldman 
noted that this new type of rubber 
sole, manufactured by the Beebe Rub 
ber Company, is now standard equip 
ment on paratrooper jump boots. He 
predicted a growing market for shoes 
with Ripple Soles. 


Committee, re 


Garvin Made Sales Manager 
Of Hussco Shoe Co. 


HONESDALE, Pa. The appointment 
of William H. Garvin as sales manager 


of the Hussco Shoe Co., effective 
February 4, has been announced by 
William Manowitz, president of Hus- 
sco, 


Mr. Garvin 
post after four years as sales 
of the Virginia Shoe Co. He was me 
chandising coordinator of 
for three years 


comes to his present 


manager 


Lever Bro 
prior to entering the 





WILLIAM H. GARVIN 


shoe industry. With New York as his 
headquarters, Mr. Garvin will 
field trips to distributors of 
lines of Huskies, and will travel 
sales representative 

“We are pleased to have Bill Garvin 
with us,” Mr. Manowitz “His 
background in merchandising and pro 
fulfill his 


chedule 
Hussco’ ; 
with 


said. 
motion will enable him to 
main function with u vhich is to 
advise and plan for the retailer on 
local promotions, including the use of 


all of our new promotional aids, and 
help build store volume. 
“Our program is to regard each 


independent retailer as a unique 


operation in terms of locality, regional 


tyle preferences, and inventory re 
quirements. Mr. Garvin will work with 


distributors and their sales forces in 
carrying out this 

Makers of Huskies and Huskie Pup 
Hussco sells to retailers only through 
its distributor organization. At 
ent, 
each in a major market area, providing 
retailers with 
livery service 


’ 


program.’ 


pres 


there are nineteen distributors, 


warehousing and de 


on a 24-hour basis 


John Addison Launches 
Profit-Sharing Plan 


MARLBORO, MASS 
Footwear, Inc., has 
profit 


John Addison 
annnounced a new 
which is 


sharing plan expected 


to give all employes 20 per cent over 
norma! annual earnings. 

Loucas §S. Dimou, said 
the 20 per cent shares will be distri 
buted before federal and state 
are deducted from company earnings. 
The plan takes effect immediately and 
applies to the current fiseal year. 


treasurer, 


taxes 
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Good Buying Reported at January Shows 


[CONTINUED FROM PAGE 25] 


shoes; slip-ons and three-four eyelet 


oxfords in boys’, and saddle oxfords 
and U-throat bals in both boys’ and 
girls’ shoes. In men’s shoes, the nar- 


rower look and lighter weight were the 
features that were spotlighted. 
Although it is almost impossible to 
get unanimous agreement about the 
timing of these shoe shows, it was gen 
erally conceded that this Mid-Atlantic 
Show was well-timed. A pattern that 
seems to be evolving is that the major 


activity takes place on the first and 
possibly the second day but the idea 
of manufacturers and their sales rep 
resentatives getting together with thei: 


dealers is always a good one and re 
sults in additional business and divi 
dends of good will. That’s what hap 


pened in Philadelphia at the 
Franklin Hote! during the 
ti Shoe Week 


senjamin 


Mid-Atlan 


Real Buying at Syracuse 


SYRACUSE—The deep snows melted. 
The deep freeze thawed and the Em 
pire State Footwear Association held 
its eighth annual convention at the 


Onandaga Hotel, Syracuse, January 20 
to 23 under the 


matic condition 


most auspicious eli 


Springlike weather with a display 
of 195 lines of men’s, women’s, and 
children’s shoes, 20 per cent more than 
last veat made thi the E81 how to 
date 

teyistration Wit ery good and 
there was an influx of retailers from 
the urrounding cities and towns 
from as far west suffalo and Erie 
and as far south as Poughkeepsie. 


Traffic on the first day was excellent 
and the sheaf of orders that exhibitors 
milingly tucked into their briefcases 
was proof that there was real buying. 
Spring fever may have accounted for 
some curtailment in traffic the second 
day but it picked up considerably on 


the third 

Regular procedure of regional shows 
is somewhat reversed in Syracuse, It’: 
a case of “FHB—-Family Hold Back.” 
Local hold off on their ap 
pointment manufacturers’ 


merchants 
with 
sentatives in order to give the out-of 
town buyers an opportunity to inspect 
the lines, make their commitments and 
then go back to their stores. The third 
day is when the local merchants set up 
their appointment schedules 

Talks with buyers revealed that they 
placed for fill-ins, 
and for spring and summer shoes 
3, the emphasis was 

modified and sti 


repre 


substantial orders 

In women’s shoe 
on the tapered toe 
letto—slim heels, new versions of spec 
tators, textured leathers, and consid 
erable orders for whites and pale neu 
trals. In children’s shoes, the emphasis 


was still on black patent leather, 
pumps, convertible straps, saddle ox 
fords and bals. In boys’, the blucher 


type, three and four-eyelet ties, light 
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and sturdy styles were important. In 
men’s shoes, slimness and lightness 
were the selling features. 

The new officers elected at the Wed- 
nesday morning breakfast were: Ralph 
Rowley, president; John Quinlan, first 
vice-president; John Funnell, second 
vice-president; Edward Fox, treasurer; 
Rollin Tuttle, secretary; Thomas Mc- 
Elvein, attorney; and Howard Peer, 
sergeant-at-arms. Lloyd Lawson, out- 
going president, automatically becomes 
chairman of the board. 


Better Than 1956 in Detroit 


Derroir—- Heavy snow and zero 
weather didn’t seem to daunt buyers 
coming in the Michigan Shoe 
Travelers Shoe Fair which opened here 
at the Statler Hotel on January 13. 
The majority of exhibitors classified it 
as one of the shows in 
and reported that attendance 
and buying were well above last year. 
Sunday, the opening day, was one of 
the biggest single days on record. 

Both buyers and exhibitors were op 


for 


best recent 


years, 


timistic about business in general and 
the spring selling season in particular. 
Buying was spring styles, 
there summer orders 


mostly on 
but some 


placed. The major part of summer buy 


were 


ing was on the proved, sure styles. A 
how featuring summer lines will be 
held here in March, at which time 
many buyers will complete their re 
quirements. In the snow-boot and 
waterproof footwear categories, fill-in 
orders were written 

In girls’ and misses’ lines, black pa- 
tent for dre led in spring order 





Directs Sales of Paradise 
And Paradise Kittens Lines 





TOM C. WILKERSON 


Mr. Wilkerson, who was recently ap- 

pointed sales manager of Paradise and 

Paradise Kittens divisions of Brauer 

Bros. Shoe Company, St. Louis. He has 

been with the company for 28 years, 

holding posts in the office and in the 
sales end. 





black and white saddles and penny 
loafers led in sales for school wear. 
All-white dressy styles attracted some 
attention in the smaller sizes, while 
flax was the new element in misses 
dress-ups. 

Men’s casual! types in glove leathers 
and shags sold well in colors such as 
sand, bamboo, slate, copper, and oy- 
ster. 


Whites Bought in St. Paul 

St. PauL—The Twin City Shoe Guild 
held its annual Shoe Fair January 12- 
13-14 at the St. Paul Hotel. 

There were 79 exhibitors featuring 
women’s shoes and a few showing chil- 
dren’s. There were no showings of 
men’s shoes. Attendance was good. 
Buying was better than last year. “This 
buying show,” said Ed Trench, 
committee member. “Consensus is that 
retailers were conservative in original 


Is a 


buying for spring and summer because 
they did not know what conditions 
would be. Because Easter is this 
year they were hesitant about needing 
so many dark shoes, since if the weath 
er was warm, customers would go into 


late 


white. They are supplementing early 
buying now by buying more dark shoe 


as well as their usual whites and this 
has resulted in good business at the 
show.”’ 

Merchants attending reported that 
they have had very good clearance 
sales. They are most optimistic for 
spring. 

There was high interest in straws 


which were bought in quantity in both 
and white. Open shoes 
and barefoot look—-were very 
especially in white and beige. 
Merchants patent 
at present is one in 
Many have 
order. 


colors trip 


good, 


leathe) 


style 


reported 
number 


found it necessary to re 


“One of Our Best Years” 
The 


Spree is 
and even 


CLEVELAND 
shoe-buying 
momentum, 
tight money does not seem to 
parents from seeing to it that 
offspring are well-shod for the wintry 
months 


American family’s 
picking up new 

such news as 
keep 


their 


ahead. 

Shoe manufacturer 
at the Cleveland Shoe Caravan, spon 
sored by the Ohio Shoe Travelers Club, 
held at the Statler Hotel January 15th 
through the 17th, reported shoe buying 
for both adults and children to be 
above the year-ago shoe market. Last 
year’s consumer shoe buying was gen 
pegged by throughout 
the nation as the biggest in about five 
years. 

Some 


representatives 


erally dealers 


retailers who 
year ago, are 
pating an even greater volume of busi- 
ness in 1957. 

“This promises to be one of our best 
years,” cheerfully reported the club’s 
director, Harry Fisher. “Customer in- 
terest is high throughout the country, 
and we expect it will bring more and 
more customers into stores.” 


shoe ran up 


booming sales a antici 
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BOOTS 


THAT 
BOOST SALES! 














Now Available for Immediate 


Tingley Closure Boots for children are the hot- 
test item in the protective footwear field because .. . 


Only Tingley Closure Boots feature a design of 
one-piece molded construction with integral button, 
strap and loop... each a part of the rubber construc- 
tion that CAN’T PULL OFF ...CAN’T JAM... 
ALWAYS WORKS EASILY. 


Tingley Closure Boots GO ONIN A JIFFY... 
any child can put them on WITHOUT HELP. Yet 
they WON’T SLIP OFF ACCIDENTALLY. They 
are tough . . . one-piece molded construction .. . 
have no fabric lining to tear and snag heels... can 
be washed inside and out in seconds. FIT SNUGLY 
OVER ANY SHOE STYLES. They hug the leg 
whether inside or outside clothing ... and they are 
LIGHT WEIGHT. 

Like Tingley’s famous Rubbers, Tingley Boots 
CUT INVENTORY. ONE BOOT SIZE FITS 
THREE SHOE SIZES PROPERLY. Sizes: 


A fits 7 


shoes 5—7 
B fits shoes 7—9 
C fits shoes 9—1]1 
D fits 


shoes 11—13 


AND... THEY GROW WITH THE FOOT. 


TINGLEY’S 
NEW CLOSURE BOOTS 
FOR CHILDREN 


Delivery! No More Back Orders. 


Tingley Boots are smart in appear 
ance... functional in every respect . 
available in BLACK, RED and BROWN 
Packed in | pr. to box, 24 pr. to carton 
Approx. shipping weight 20 Ibs. Suggested 
retail $2.59 and $2.79 


RUBBER CORPORATION 


i. = 


RUBBER FOOTWEAR FOR CHILDREN - ADULTS - MECHANICS - FARMERS 
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Something for the boys... 


and big profits for YOU! 


It's no secret that most boys have definite ideas about what 
they want to wear. And what's “swell” for Jack doesn’t in 
terest Harry at all. That’s why Tyer has variety in every 


footwear line! 


Ihe styles shown here... the Sierra rubber, the four-buckle 
Watertite, the Overall over-the-shoe boot, the general purpose 
Flambeau insulated boot and the boys’ fishing boot... are 


well established favorites with the splash, wade and spatter 


set. They'll be favorites with you, too, when you see how 





easy it is to sell them again and again. Send coupon 
below for information and prices on these and other Tyer 
Styles 


TYER Fibber Company 


ASS 


ANDOVER, 








TYER RUBBER COMPANY Footwear Division, Andover, Massachusetts BS 
Gentlemen: Please send me the latest Tyer Price List on Canvas and Rubber Footwear. 


oer 1 
| 


| NAMI STREET 


FIRM CITY ZONE STATE _ | 
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83 Million a Year 
for Leather Research 


Trading Stamps 


Beware: 
Over-Optimism for °57 





Congress is to'be asked soon to vote about $3 million a year for finding 
new uses for leather. 

An official request for the money will be made by the White House 
within the next few weeks. The request for the leather study will be 


part of an over-all package of proposals for ways to bring consumption 


of farm products up to the levels of production. 


The Bureau of the Budget indicates that the research projects are 
justifiable, and are in accord with President Eisenhower's over-all domes 
tic goals. 

The leather research to be proposed by Mr. Eisenhower is to be 
undertaken by both government and industrial laboratories. The greater 
part of the research will be classed as “fundamental research.” The 
balance of the program is to be classed as “developmental research.” 

Secretary of Agriculture Ezra Benson has often expressed his concern 
over farm surpluses, and indicates he will continue to push for projects 


that promise to uncover new uses for commodities in easy supply. 


Trading stamps appear to benefit the larger stores at the expense of 
smaller outlets, and may eventually force some small merchants out of 
business, the U. S. Agriculture Department says. 

In an initial report on trading stamps in food stores, the Department 
says stamps brought a sales increase for the larger stores 33 per cent 
higher than for those not using them. But the small stores giving stamps 
suffered sales decreases of 1.4 per cent, compared with losses of only 
1.2 per cent for those not using them. 

Less than 10 per cent of the stores using stamps could absorb the 
cost without raising prices or reducing other promotion. Twelve per 
cent could not offset the added cost by any method. Net earnings of 
about half the stores using stamps dropped and 20 per cent remained 
stable. 

If you are competing with big stores that give stamps, you may lose 
volume. If you decide to give stamps, your costs are likely to rise faster 


than volume increases, assuming the government study is accurate 


Merchants should beware of over-optimism concerning business in 1957, 
government distribution experts warn. 

They point out that there is little to dent the optimism of most eco 
nomic forecasters that business overall will be strong in 1957. Nationally, 
wages, employment, production, and sales are expected to be as good or 
better than last year. 

But everyone won't share in the boom, one government economist 
warns. Among the problems he foresees for small merchants are: 

Fairly large inventories which will take some time to work off in 
many cases, 

The costs of doing business are going to continue to rise 

Wages are expected to continue to creep upward 

Commercial rents in many areas too are on the upswing 

Shipping costs, especially for raw materials, are rising, which will 
bring some wholesale price increases. 


Tight credit will be a problem for most of this year 
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In addition, he sees some consumer resistance to higher prices, which. 
means that the cost-price squeeze will tighten a little more on some items, 
and competition will be more intense. 

General increases in dollar volume are expected, this economist says, 
but he adds that retail profits will tend to remain about the same or go 


up only slightly. 





SBA Wants The Small Business Administration, formed originally as a temporary 
Permanent Status agency, is going to try to get Congress to make it a permanent Wash- 
ington fixture. 

At the same time, the agency is going to ask Congress for a large 
increase in funds to expand its operations, according to SBA officials. 

The drive for permanent status for the SBA will be made this year 
when Congress considers extending the agency beyond its June 30 expira- 
tion date. Several congressmen have already expressed approval of the 
proposal. 

SBA lending and management aid programs have been well rec eived 
by businessmen. In ‘the first half of the current fiscal year. the agency 
approved more than 1600 loans totaling more than $60,000,000 to small 
concerns. Applications for loans are now pouring into the agency at the 
rate of more than 700 a month, compared with about 300 a month at the 
same time last year. 

Retailers particularly have called on SBA for help in getting loans, 
because of the pinch of the tight money situation. 

SBA will ask Congress for an increase in its revolving loan fund, and 
also for a large hike in operation funds in order to expand its field offices 
and speed up loan operations, the agency says. 

There is a probability, an SBA spokesman says, that the agency will 
run out of loan money this spring, but the agency expects Congress to 


quickly replenish the fund. 


Delay Expected in President Lisenhower is pressing again this year for extension of the 
Retail Wage Extension minimum wage law to cover more retail workers. 

Specific recommendations from the White House, however, are ex- 
pected to be delayed until after the U. S. Labor Department completes 
its current survey of retail wages. The first report from this survey is 
not expected to be completed until May, with breakdowns for areas and 
special types of merchants to come later. 

This delay in completion of the survey will probably mean that no 
final action on extension will come this year, according to Rowland Jones, 
head of the American Retail Federation. 

In zeneral, the White House favors the program of Labor Secretary 
James Mitchell to bring multi-state retail chains under the minimum wage 
law first. The President according to Sen. Leverett Saltonstall, R.. Mass., 
will leave details of coverage up to Congress after the retail wage survey 


is completed. 


Promotion Allowances The Federal Trade Commission is going to enforce strictly its rules 
Must Be on Equal Terms requiring promotion allowances be offered to retailers on proportionally 
equal terms. 


rURN TO PAGE 98, PLEASE] 
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SUPERGRIP 


Sets the Pace 
for Good Bonding 


In hundreds of factories, Supergrip is setting the standard for a quality, 
reliable product. And the number of users is increasing steadily as more and 


more factories find out that Supergrip offers more. 


For example, top grade materials and blending methods provide bond 
I 


strengths that take a big worry out of cement shoemaking. 


Add to this the extra mileage Supergrip gives, the cement know-how 
thatstands behind every 
gallon of Supergrip 
and it’s easy to see 

why Supergrip is the 
shoe industry’s num- 
ber one name in sole at- 


taching cements. 


If you want to be sure you’re getting 

the best value for your cement dollar 
call your nearest United branch office. 
We'll help you select the right cement for 
your methods and materials and arrange 


a demonstration. 


SUDERGRIP cements 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASS. 





for MODERN LIVING... 


Wellingtons 


All of Acme’s bootmaking skill and marketing 
know-how are in this magnificent 1957 line of 
Wellingtons for men and boys. Examine the 
fine quality ... check the prices ... and 
you'll agree they're tremendous in value! 


No. 9000 


Plump, supple cal 
kid tops. Leather linir 
additional comfort 


and outsoles 


3 

, 

No. 9050 // 
Ay 

Full grain ranch glove leather foot and top \ \ 

| ) 

} j 


for Acme's Ranch Wellington Soft leather 
a 


q 
foot and leg linings. Welted side seams \ 
Outside leather pullstraps) Ook bend { 

soles. Soft rubber heels THE POPULAR i \ 


PRICED RANCH WELLINGTON " 


Cost to you... $8.35 j ] j 


a 


x 
_— 


Y Ps 2. 
hal Va ym 
y 


No. 9610 


Top grained soft oil retan foot and top 
Oil and acid resistant Neoprene sole and 
heel. A tough, long wearing work boot 
that con be worn home. Dressy lost 


Cost to you... $7.75 


Boot and Shoe Recorder 








Cost to you $6.50 


No. 9900 


Mens selected kip leathers in foot and 
f 
top Smooth leather leg linings Oak bend 


tsole. Oak insole. Soft rubt 


Cost to you $6.50 


No. 9006 


Natural grain plump 
and top with ontrasting leather foo 
leg lining Thick spongy 


sole and heel for every day wear 


Cost to you... $8.35 ENGINEER BOOTS 


No. 9200 


Cost to you 10-3, $4.75 
3-6, $5.95 


No. 9500 No. 9100 
Perfect for party, school and play Soft 
comtortable kip vamps and tops. Dressy 
leather leg lining omfortable, prover 
fitting lasts. Flexible long wearing soles 
and heels. Gooc dyear Welt construction 


in oll sizes Cost to you 10-3, $4.20 
Cost to you 8-3, $4.10 3-6, $5.35 
32-6, $5.30 


No. 9622 


Cost to you... $7.75 


ACME BOOT COMPANY, Inc. 


Clarksville, Tennessee 


WORLD'S LARGEST BOOTMAKERS 


February |, 1957 





QUICK LIKE 
A BUNNY ! 


in-stock service 
speeds you shoes 


for Easter ! 


BUILD MORE EASTER BUSINESS 

by having the shoes customers want — 

when they want them! Place your initial order 
now! When you run out of styles or sizes 

... you can count on your nearby Huskies 


distributor for overnight deliveries! 














4hskio, 
be. bubs 


Cha-Cha Fox Trot Columbia School Tie Fun Timer 





NEW STYLES from spring's most wanted line of dressy flats and sports for teens, women, children! Handsome 


leathers and suedes, popular styles, sparkling colors ... all available overnight from warehouses in 19 cities! 


HUSSCO SHOE CO., 47 w. 34th STREET « NEW YORK 1, N.Y. 


Factories: Honesdale, Pa. In Canada: Canada West Shoe Co., Winnipeg 


Only Huskies offers local warehouse service throughout U.S.A. Write for the warehouse nearest you. 
Birmingham « Boston * Chicago * Cleveland * Denver * Detroit * Honesdale « Kansas City 
Milwaukee * Minneapolis ¢ Pittsburgh * New York * Saginaw ¢ Sioux City * West Haven, Conn. 


Boot and Shoe Recorder 








"PW ‘duinojag “As! a0ys 
‘INI “ANVdWO) JOHS POgRZIgS 


j>4og 
Ang Aajuno> ayy 42A0 yo suaAng ,,))0q 
ays UO, JeaPUOM ON “BurysAsersd spy yous 
OUI] SYyj—DjDG suNyDa; ‘sajps soYs |jDqG 
-J29SDq asDe12U! Of jUDM NOA yf ‘SaBD {jp 


% 


~eor* 
errne 


yo sj416 pun sAoqg 410; sainjoay spam-Buo; 


ae ren 
- 


wMI-sING,, PUD SazIs ‘sajAys YIM © °° Play 
@Ys S49A02 oUt] ajo}dWiO? soyog jHuljjes 
@OYSs |jDqexSOqG aqoyyoud siow ‘12e66iq 


40y wipe; Buruuim vp NoA siayo nog 


“(te ee eee eer * 


¥OOY 


jsajos paspa.n 


10 5,448 


SIOHS TIVSLINSV 2 


1957 


February |, 





as featured in the EEBRUARY issue O 


Better Homes 


and Gardens 


Nationally advertised to your customers 


in your trading aree during 1957 in: 


charm 

Better Homes & Gardens 
Cosmopolitan 

Glamour 

Harper's Bazaar 

Ladies’ Home yournal 
McCall's 

Redbook 


vogue 


B 
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BOOT and SHOE 


Ray DEUTSCH, Milwaukee juve- 
nile footwear retailer, says: 

“It pays a juvenile shoe retailer 
to maintain a policy of not going 
into shoes which are made for the 
eyes only. Build up proper shoe 
fitting through the years and you 


will create customer confidence in 





you——making it easier each time 
she comes back, to sell her more 
pairs of shoes. Sales personnel is 
important and I know good help is 
hard to get, but do not tolerate any- 
thing less. Just insist upon it and 
keep looking for it and you'll find 
it, wherever you are located, 
“Mothers have learned that we are 
very much interested in fitting their 
children’s feet correctly and they 
appreciate our efforts to make their 
children foot-healthy. Do your pub- 
lic a good turn. Take a personal 
interest in them. Sell them quality, 
in a good, friendly manner. It’s 


bound to pay off.” 


February |, 1957 


of he Vrade 


c. iE. McCARTHY, president of the 
Allied Stores Corporation, says: 

**An organization can grow and 
prosper only as its people zrow and 
prosper.” This quotation is one of 
the fundamental policy concepts of 
our organization and stated in dif- 
ferent ways it must be a fundamen- 
tal policy concept of any organiza- 
tion, large or small which expects 
to grow and endure over the long 
range, 

“It is axiomatic to think of well 
run companies, companies in which 


we would have such confidence as 


to invest our money for reasons 
other than pure speculation, as well 
managed enterprises. But, what is 
management? In substance, man- 
agement is the accomplishment of 
results through the efforts of people. 
Management is not the development 
of things. It is the development of 
people. 

“In retailing, the elemental 


thought that people are an organi- 


Recorder 





zalion’s most important asset is 
especially true, Retailing is an open 
industry there are no patents, no 
monopolies, almost no secrets. Our 
margins out of which must come all 
expenses, and then profit, are rela 
tively 


fixed ry our competition 


Regardless of the market a retailer 
sets for himself in a community, he 
will have competitors offering simi 
lar or identical merchandise in that 
Almost 


market. the only ‘ex 


clusive’ a given retailer can have, 
and he is blessed who has it, is the 
service of loyal and capable em 
ployes, at least some of whom have 
growth potential the capacity, if 
nurtured, to perform competently 
in an executive position “4 


* * - 


Armanp # LABRIE, owner ol 
LaBrie’s Shoe 
Falls, R. L., 


“There will always be a promis 


Store in Central 


says: 


39 





ing future for the community 
minded retail shoe store. Our own 
experience proves that. We Opel 
ale the largest independently owned 
retail shoe store in the Blackstone 


Valley 
square feet of 


with almost 5,000 


floor 


space. Qur 


business has increased every year, 
and yet we are surrounded by large 
high-traflic mill outlets that have 
cut into all types of retail business. 
In spite of their large newspaper 
giganti 


advertising and their 


have been 


We are 


now fitting shoes to the third gen- 


price promotions, we 


able to row and prosper. 
eration of our first Customers. 
“To accomplish this, the retailer 
must be community-minded, Not 
only do we take an active part in 


all local 


front window and two side panels 


events but we use our 


lo post newspaper clippings con 


cerning local personalities, stories 
holiday celebra- 


about parades, 


lions, sports events, veterans, 
school, church and municipal ac 
tivities, These attract a lot of at- 
tention and identify our store with 
all community projects. 


“In addition to being community 


minded, the successful independent 


retail shoe store must give personal 
service, We use this theme in all 


our newspaper and radio adver- 
tising and back it up with personal 
service by Mrs. LaBrie and myself. 


We know all of our 


families, which 


customers, 
their names, their 
gives us far more than just a busi- 


ness interest in these friends.” 

Rows RT k. KENYON, JR... former 

publisher of Printers’ Ink, says: 
“The 


result of growth! Our 


marketing concept is the 
whole econ 
omy has demonstrated a dynamic 
growth in business volume, in size 
and number of industries, in com- 
activities, in 


plexity of corporate 


population in short, in every 


area of our common life. 
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“Manufacturing has grown from 
a single worker at a simple, hand- 
powered machine to a single worker 
switchboard of an 


al a complex 


electronic machine, 


“The 


grown into such a complicated proc- 


selling of products has 
ess, involving many new activities, 
that the word SELLING seems in- 
adequate to describe this big task. 
The newer word for this vast opera 


tion is MARKETING. 


“Marketing is a 


function. 


basic business 
Therefore it occurs in a 
one-man shop as well as in a billion- 
dollar corporation. The differences 
are in degree—though admittedly a 
great degree. The progress of an 
industrial giant of today from a 
backyard factory of yesterday illus- 


trates the growth in size and com 


plexity of both the manufacturing 
and the marketing operation. Man- 
ufacturing and marketing are basic 
to that company, whatever its size. 


“In a small company, the owner- 


operator is the maker and_ the 


seller. When the company gets big- 
eer, more workers and more sales- 
men 


are needed, Then a sales man- 


ager. Then advertising and = an 
advertising manager. 

“Growth in business has created 
another concept which is essential 
to the proper functioning of modern 
INTEGRA- 
TION. The concept of integration 


means that all parts of today’s com- 


business and that is 


plex business enterprises must be 
co-related, co-ordinated, integrated 
so that contributes its 


each part 


share to the success of the whole.” 


“This may come as a shock to you, but these feel fine.” 
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THe variations in style treatments of the 


basic moc front slip-on seem to be limitless. 


One of the newest and most interesting is 
this scalloped circular seam pattern in Black 
Calf and Gray Shantung with ingeniously 
executed seamless plug and quarter. The 
vraceful flowing line which extends from 


tip of toe to back stay is further distin 


For further information write 


Pie Pa 


guished by discreet pinking and fine white 
stitching. The tassel is removable and a 
narrow leather strap or bow may be 
snapped on in its place. The bow is sug 
gested for wear with a summer dinnes 
jacket. Note the skilled handling of its upper 
fitting, and its well defined shank and the 


fine wheeling of its welts. 
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Npring Cannot 


Left: a 1956 Easter advertisement 
from Andrew Geller. 


Tailored pump in textured sueded 
calf on Stilettoe last, 18/8 simulated 
built-up heel. A De Liso Debs. 


Timinc spring promotions to coincide with pre- 


Easter business is based on habit rather than reason. 
The variableness of the date of this religious holiday 
is one obvious disadvantage. Besides, alert merchants 
are fast learning that every month and every week in 
every month has its promotional merchandise. Certain 
fixed selling seasons are becoming part of the twelve- 
month selling ideal, as more people increase their 
buying capacity and buying desires. Desires, we said, 
not needs. 

So, to talk about the Easter selling period is all right 
as long as we treat it as just one part of total spring 
business. Never forget, however, that it is an oppor- 
tunity for very attractive promotions. Like Christmas, 
the Easter season offers a combination of ideas. It has 
the beauty of a religious festival and the coming of 
spring. It has also the fun and fantasy of a child’s 
holiday season. Promotion possibilities range from 
themes based on angelic-faced boy choirs and lilies to 
children’s bunnies and egg hunts. 

And through it all runs the idea of a desire to match 
the season’s freshness with clothes equally new and 


bery tapered toe pump, draped 
vamp in navy blue calfskin. 1. Miller. 


Right: Easter eggs gave atmos- 
phere to an Andrew Geller ad. 


Variation on a spat shoe in gray 
suede with black patent, M. Wolf's. 
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Wait for Easter... 


And When Easter Is As Late As April 21, Spring Must Start 


Much Earlier. High Style Stores Were Selling Patent Leather 


Early in December This Year, As Retailers Freshened 


Their Stocks and Tested a Few New Styles. 


by ELEANOR M. RUTTY 


attractive. This coming spring, whenever you may 
consider that it starts in your town and your store, you 
have two color themes in shoes and accessories—the 
dark and the light. Important colors in spring ready- 
to-wear encourage these trends. 

Gray, as we all know, will be a very important color 
in spring suits and coats. With gray, black patent 
offers a smart accent. Less striking but pretty, navy 
blue will come back into the picture. And then there 
is strong emphasis on navy blue in clothes with black 
patent—sometimes textured—or matching navy calf or 
suede the logical accompaniments. Gray in shoes and 
accessories looks especially right in gunmetal patent. 
However, there will also be some gray suede, especially 
good combined with black patent leather. And some 
manufacturers are showing gray in smooth leathers as 
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Red bow and heel give dash to this 
soft, medium heel pump in black 
kidskin. Margaret Jerrold. 


Black patent leather touched with 
white in finely tapered toe pump 
on 23/8 heel. Customeraft. 


Suede needle toe pump, the soft 
beige tone repeated in the spark- 
ling ornament, Herbert Levine 


Left: a lily was the sole illus- 
tration for an I, Miller Easter 
advertisement 


Illustrating the importance of the 

silk shoe for spring, this Stilettoe 

toe mule, combining fabric with 
patent, A Madamoiselle shoe. 
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Spacious Luxur 


’ ‘ * . 1] . 
| he New Ford’s Shoe Store in Cedar Rapids, la., Was Planned 
to Give the Best in Service, Comfort and 


ti 5 oe 
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Attractiveness. 


by HARRIETT C. ANDERSON 


A WELL planned, ample stockroom 
adjacent to the salesroom was the 
major factor in the planning of the 
new Ford's Shoe Store in Cedar 
Rapids, Lowa. 

The store, which occuples space 
formerly used for two stores, has 5000 
square feet of floor space. The sales- 
room is l shaped with stockrooms all 
around it. There are four entrances 
from the salesroom into the stock- 
room, which, according to the owners, 
cut selling time almost in half. 

On the first floor, there are 14000 


pairs of shoes. For future expansion 


The floor of the outer lobby and the wrap- 
ping desk area is terrazzo. The rest of the 
floor is heavily carpeted 
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Lejt: A view from the wrapping desk to- 
ward the rear. Note the grilled panels 
giving a view of the store from the sec- 
ond floor offices, and the open. stock. 


there are two large basement areas 
that can be developed into additional 
selling space and stockroom. 

At the rear of the store is the re- 
ceiving room in which there is a work 
counter with paper, cord and labels 
for mailing out shoes. There is also 
equipment for making minor adjust- 
ments on new shoes. 

The salesroom is spacious and lux- 
urious and at the same time retains a 
real shoe store atmosphere that appeals 
.o men, The colors are soft coral, tur- 
quoise and beige. The carpeting is 
rich, heavy commercial wool in a 
beige color, made to order for Ford’s. 

Sixty customers can be seated com- 
fortably. The davenports and chairs 
were made to order. There are two 
fifteen-foot davenports and one ten- 
foot. The davenports, chairs and fit- 
ting stools are covered with a plastic 
material that resembles fabric and the 


supporting posts in the store are also 





The front of the 





























a 


store photographed from the wrapping 


counter, showing one of the four entrances into the stock 
room, one of the davenports and one of the planters 


SHOE STORE Atmosphere 


covered with this material. On two 
sides of the posts are full length mir- 
rors, 

The woodwork is white oak, wire- 
brushed and two-toned. The ceiling is 
suspended acoustic mineral tile. The 
recessed ceiling lights are half fluor- 
escent and half incandescent to give 
true light for judging the color of 
shoes. Recessed lights and spot-lights 
are used on all the displays. In the 
shadow boxes, shoes are arranged on 
clear plastic display stands. 

The store is air-conditioned and has 
a sound system over which soft music 
is played. The sound system is also 
used to broadcast sports events and 
special news breaks, and is a ¢ onvenient 
way of paging members of the staff. 


Near the ceiling. across ,the front 


The windows give a clear view into the 
interior. The canopy extends from the mid- 
dle of the sidewalk into the store itself. 


and rear walls of the salesroom are 
covered planters. 

On the second floor are two offices, 
a business office for the bookkeeping 
staff and an executive office. Both 
offices have a vision panel which, from 
the salesroom, shows as a decorative 


grille just above the rear covered 






planter. These vision panels give a 
full view of the entire sales floor. 
On the second floor there is also a 
store room for office supplies and a 
large sample room where salesmen 
can display their lines on shelves pro 
vided for the purpose. There is room 
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FORD'S SHOES 


























Leading Shoe Manufacturers 


Tue nation’s top shoe producers 
both in pairage and in dollar sales 
showed good gains in 1956 over 1955. 
While the shoe industry as a whole 
showed a two per cent rise in pro- 
duction for 1956 (589 million as com- 
1955), the 


top 10 shoe producers showed a 5.6 


pared with 577 million in 
per cent gain, and the top five pro- 
ducers a 4.1 increase 

Dollar sales gains for the top 10 
amounted to a 


manufacturers very 


healthy 12.4 per cent——and for the top 
five, 12.6 per cent. Both of these in 
creases are believed to be substantially 
above the dollar sales gains averaged 
by the shoe industry as a whole. 

Che leading 10 manufacturers pro- 
duced a total of 183,188,518 pairs in 
1956, a gain of 5.6 per cent over the 
174,440,152 pairs produced by the top 
10 in 1957. The gains ranged from a 
S. Shoe 


Corp. to a low of minus 4.7 per cent 


high of 26 per cent for U. 


for Craddock-Terry Shoe Corp. Con- 
solidated, National Shoe Corp. was also 
a big gainer with a production in- 
crease of 23.3 per cent. 

A couple of shifts in rating position 
took place in 1956, Craddock-Terry 
fell from sixth to ninth position. U.S. 
Shoe Corp. moved up from ninth to 
eighth Na- 


tional edged into sixth position from 


spot, and Consolidated 


seventh last year. 


The top 10 firms accounted for 31.1 
per cent of the nation’s total shoe out- 
put in 1956, an increase of 2.9 per 
cent over the 30.2 they accounted for 
in 1955. 

The 


firms accounted for 26.0 per cent of 


top five shoe manufacturing 
the total shoe output in 1956, a 1.2 
per cent rise over the 25.9 per cent 
1955. These 
producers also 
1.1 
crease in their total output for 1956 


1955. 


they accounted for in 


leading five shoe 


showed a combined per cent in- 
over 


As 


producers showed some slight changes 


individual firms, the top five 


in their share of the total production 
the Shoe 


Co. still accounts for cent of 


International 
9.1 
the industry’s total output, the same 
1955 
slipped a bit, from 6.1 per cent of the 
total in both 1955 and 1954, to 5.9 
1956. 


gain, up from 4.6 per cent in 1955 to 


by industry. 


pe! 
level. Endicott-Johnson 


as its 


per cent in General showed a 
4.8 per cent in 1956. Brown showed a 
gain also—up from 4.3 per cent in 
1955 to 4.6 per cent in 1956. J. F. 
McElwain fell back slightly, from 1.8 
to 1.6 per cent. 

The dollar sales picture for the lead- 
ing shoe producers proved quite 
wholesome in 1956. The top 10 manu- 
chalked $1.006,499,279 


in sales, a 12.4 per cent rise from the 


facturers up 





HOW THE TOP 10 SHOE 


MANUFACTURING FIRMS 


“RATED” IN DOLLAR SALES IN 1956 


1956 Rating 

Position Company 

Shoe Co 

2 Brown Shoe Co 

3 General Shoe Corp 

4 = Endicott-Johnson Corp 
J. F. McElwain 
U. S. Shoe Corp 
Craddock-Terry Shoe Corp 
Consolidated National 

Shoe Corp 

Green Shoe Mfg. Co 
Wolff-Tober Shoe Co 


| International 


$262,413,803 


167,863,881 
143,057,526 


Dollar Sales %_ change 

1955 1956 1955-1956 

$ 266,813,539 + 1.5% 
219,148,664 +-37.0 
195,159,136 +-16.0 
151,359,762 + 5.6 
47,500,000 NC 
39,989,530 +-14.3 
28,772,448 + 6.1 


159,480,878 


47,250,000 
34,885,758 
27,133,368 


18,930,000 
16,300,000 
17,100,000 


21,801,200 +15.2 
18,000,000 +-10.4 
17,955,000 + 5.2 





$895,415,214 


$1 006,499,279 +12.4%, 








PERCENT SHARE OF 
TOTAL PAIRAGE OUTPUT 
BY BIG FIVE 


1954 
97 Je 
6.1 
4.8 
4.3 
1.8 


1956 
9.1% 
5.9 
4.8 
4.6 
1.6 


1955 
9.1% 
6.1 
4.6 
4.3 
1.8 


International Shoe 
Endicott-Johnson 
General Shoe Corp. 
Brown Shoe Co. 
J. F. McElwain 
26.0%, 


26.7% 25.9% 





$895.415,214 for 1955. However, chief 
reason why the percentage gain was 
so large was the whopping 37 per cent 
shown by Brown 


dollar sales gain 


Shoe Co. Brown’s great dollar sales 
increase was due to its merger last 
year with G. R. Kinney, whose 1956 
sales are estimated at around $55 mil- 
lions, and which were incorporated 
in Brown’s total dollar sales for 1956. 
If this $55 


Brown would have shown a gain of 


millions was excluded, 
approximately $5 millions or 3.1 per 
cent in dollar sales. 

Other high dollar sales gainers were 
General Shoe Corp. (16 per cent) , Con- 
solidated National (15.2 
and U.S. Shoe Corp. (14.3 per cent). 


per cent), 

The leading five shoe manufacturers 
showed combined 1956 dollar sales of 
$879,981,101, a 12.8 
over the $780.066.088 for 1955. This 


percentage, of course, is again heavily 


per cent rise 


weighted by Brown’s 37 per cent dol- 
lar sales increase. 
The 10 


firms accounted for approximately 50 


top shoe manufacturing 


per cent of the factory dollar shoe sales 
in 1956. 


comparison: The leading LO firms ac- 


We thus see an interesting 


counted for 31 per cent of the indus- 
try’s total shoe production but ap- 
proximately 50 per cent of the total 
wholesale dollar sales. 

However, certain factors tend to re- 
duce that 50 per cent figure. For ex- 
ample, the dollar sales figures of sev- 
eral of the top 10 manufacturers in- 
clude retail sales figures from com- 
pany-owned stores. Among the com- 
panies so involved would be General 
Shoe. Brown Shoe, Endicott-Johnson. 
Shoe Recorder 
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Showed Gain in 1956... 






The Top Five Produced 26 Per Cent of the Total Output with Combined 
Dollar Sales of $880 Millions. 


The Top Ten Produced 31.1 Per Cent of the Total Output with Combined 
Dollar Sales of $1,006 Millions. 
The Industry as a W hole Gained 12 Million Pairs, of Which the Top Ten 
Accounted for 8,750,000 Pairs or 73 Per Cent. 


It is not known for certain what per- 
centage of the wholesale dollar sales 
figures of the top 10 firms is repre- 
sented by retail sales. As an estimate, 
however, it is likely that if these retail 
sales figures were eliminated from the 
wholesale figures, the top 10 firms’ dol- 
lar sales would comprise about 40 per 
cent of the total wholesale dollar vol- 
ume done in the shoe manufacturing 
industry. 

In 1956 the shoe industry showed 
a total production gain of approxi- 
mately 12 million pairs. Of this gain, 
the top 10 producers accounted for 
3,790,000 pairs or 73 per cent of the 
industry’s total increase; and the top 
five firms accounted for 6,100,000 
pairs or 50.8 per cent of the industry’s 
total pairage gain. Thus only one per 
cent of the industry (the top 10 firms) 
accounted for nearly three-fourths of 
industry’s total pairage increase. And 
one-half of one per cent of the firms 
(the top five) accounted for over half 
of the industry total pairage gain. 

Thus, when we speak of production 
or dollars sales gains in the “shoe in- 
dustry,” we find actually that the chief 
answer to “industry-wide” gains de- 
pends on what takes place with the 
Big Ten or the Big Five. 


How did the industry’s second 10 
top producers (rating position 1] to 
20) fare in 1956? The second 10 
firms had a total production of 26,- 
579,257 pairs, a 4.2 per cent gain over 
their 25,278,627 of 1955. This output 
was only 4.4 per cent of the industry’s 
total production in 1956. It was only 
14 per cent of the total production of 
the first 10. Thus, there’s quite an 
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by WILLIAM A. ROSSI 





HOW THE TOP 20 SHOE MANUFACTURING FIRMS 
RATED IN 1956 ON PAIRAGE PRODUCTION 


1956 Rating 


Pairs Produced %/. Change 








Position Company 1955 1956 1955-1956 
| International Shoe Co. 52,313,612 53,433,683 + 2.1% 
2 = Endicott-Johnson Corp. 34,757,384 36,342,516 + 4.6 
3 General Shoe Corp. 27,000,000* 28,200,000* + 4.4* 
4 Brown Shoe Co. 25,017,994 26,908 485 + 7.6 
5 J. F. McElwain 9,100,000 9,500,000 + 4.4 
6 Consolidated National 

Shoe Corp. 5,200,000 6,418,864 + 23.3 
7 Cosmos Footwear Corp 6,081,408 6,235,617 +. 2.5 
8 U. S. Shoe Corp. 4,779,810 6,023,803 + 26.0 
9 Craddock-Terry Shoe Corp 6,114,945 5,825,550 4.7 
10 Green Shoe Mfg. Co. 4,075,000 4,300,000 + 5.5 

174,440,153 183,188,518 + 5.6% 

7 Lown Shoes, Inc 3,334,640 3,402,569 . £.F% 
12 Wolff-Tober Shoe Mfg. Co 2,772,887 2,911,531 +. 5.0 
13 Ideal Baby Shoe Co 2,540,000 2,802,920* + 9.8 
14 Kesslen Shoe Co. 2,557,000 2,772,000 + 8.4 
15  Muskin Shoe Co. 2,600,100 2,700,200* 1. 3.9 
16 Weyenberg Shoe Mfg. Co 2,360,000 2,450,000* + 3.8 
17 Albert H. Weinbrenner Co 2,250,000* 2,350,000* + 4.4 
18 Ettelbrick Shoe Co. 2,600,000 2,335,077 10.2 
19 Knapp Bros. Shoe Mfg. Co 2,100,000 2,297,000 + 9.4 
20 =‘ Trimfoot Co. 2,164,000 2,290,000* + 5.8 
25,278,627 26,579,257 + 4.2 

Totals, top 20 firms—199,718,780 209,768,775 }- 5.0°, 


* Estimated 


Note: Among other shoe manufacturing firms whose production was above 
the two-million-pairs mark are Moran Shoe Co., Sudbury Footwear, H. H. Brown 


Selby Shoe Co., and Hubbard Shoe Co 





abrupt drop between the output of 
the first 10 and the second 10 firms. 
The first 


pairs, but the second 10 produced 


10 produced 183 million 


only 26 million pairs. 

The total dollar sales of the second 
10 firms came to an estimated total 
of about $100 millions, or approxi- 
mately 10 per cent of the total of the 
first 10 firms combined, and about five 
per cent of the entire industry’s total 
dollar sales. Thus, while the first 10 
firms accounted for 50 per cent of the 





industry’s total dollar sales, the second 
10 firms accounted for only five per 
cent. Together they accounted for 
about 55 per cent of the industry’s 
total. 

The 20 leading shoe manufacturing 
firms together accounted for 35.5 per 
cent of the industry’s total shoe out- 
put, a gain over the 34.6 per cent they 
accounted for in 1955. Thus, approxi- 
mately *wo per cent of the industry’s 
shoe manufacturing firms account for 
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SHOE TREE Adds Volume 
In Fashion Department... . 


#: 


7 


The shoe tree has two levels of display, one in view of seated customers and both 
in full view of customers walking into the section from any angle on the floor. 


Wii Noa section of the better shoe department at A 
Harris & Co., Dallas, was set up under the name, “The 
shoe Tree,” it was felt that a focal point of attention was 
traflic to it. 


irried out the theme with a driftwood tree of full height. 


needed to direct The display department 


el against a background of circular wall with the name 
Wallpaper is 


Shadow box 


of the section in letters of bamboo design. 
tan and brown with tree designs. inserts 
highlight individual styles. 

Qur shoe tree prov ides a nice display for the type of 
shoe shown on it,” says J. O. Spradling, assistant buyer. 
‘Ninety per cent of the women who come onto the floor 
look at the shoe tree. 


The shoe tree has two levels of display, the lower one 


It definitely adds to our volume.” 


easily in view of a seated customer and both levels in 
full view of customers walking into the section from any 


angle on the floor. 
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7Y . . . . 
Fashion Rightness 1s Promotion and Advertis- 
ing Theme for Special “Shoe Tree” Section at 


the A. Harris & Co. Store, Dallas, Texas. 


Displays on the shoe tree are confined to little heels 
and flats, principally Millerkins, Pappagallo, Sbicca and 
Arthur Murray. 

The department stresses fashion rightness. Mr. Sprad- 
ling, assistant to L. W. Angelo, merchandise manager and 
buyer, says, “We stress fashion in our publicity. All 
advertising is keyed to it. We never use a table to pro- 
mote the sale of shoes. Instead, we make every effort to 
grade up the merchandise. One of the chief success fac- 
tors for the department is getting an ad to create in the 


customer’s mind the message, “This is fashion right.” 
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Market Needs A Second Look 


Like a Surrealist Painting, the Distance View Is Very In- 


teresting—But Close Up It Makes You Blink Your Eyes. 


SHOE business is looking at the industry’s fig- 
ures and is rubbing its hands happily. The fig- 
ures show a record output of 589 million pairs 
for 1956, with the experts saying that 1957 will 
be even better. That will give us three consecu- 
tive ycars of record-breaking marks, the first 
time it has ever happened in the industry. 

The figures also show a 1956 per capita shoe 
consumption of 3.5 pairs—about the same as 
last year, with promise to be matched again next 
year. This is also another record of consecutive 
attainment. 

But there's only one trouble. When the figures 
are presented in lump form they’re quite im- 
pressive. But when separated and analyzed, it’s 
another story. It’s like looking at a surrealist 
painting. It’s interesting when viewed at a dis- 
tance. But close up it can make you blink your 
eyes. 

For example, if you run a shoe store in Wash- 
ington, D. C., or sell your lines to stores there, 
you get a nice warm feeling because per capita 
shoe consumption there is 4.8 pairs, much above 
the national average of 3.5 pairs. It’s also verv 
nice in Connecticut (4.2 pairs), or New Jersey 
(4.1), or Nevada (4.8). 

But if you run a shoe store or distribute your 
lines in many other places, the nice warm feel- 
ing becomes an uncomfortable prickly heat. For 
example, per capita shoe consumption in W. Vir- 
ginia is only 2.7 pairs; in Mississippi, 2.3; in 
South Carolina, 2.5; in Kentucky, 2.7; in Ar- 
kansas, 2.6. 

Let’s boil this down further to a cash-in-the- 
till basis. In 1957, the average consumer will 
spend only $16.43 on shoes in Kentucky. But 
the average consumer in Maryland will spend 
$21.39; and in Connecticut $25.32; and in Wash- 
ington, D. C., $28.65. Therefore, every 100 shoe 
customers in Kentucky will leave $1643 in the 
choe stores there next year. But in Connecticut 
every 100 customers will leave $2532. That’s a 
difference of $889 in dollar volume per 100 shoe 
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customers. When the year is over, two million 
shoe customers in Connecticut will have left $50 
millions in the shoe stores, as compared with 
only $32 millions left by the same number of 
customers in Kentucky shoe stores. That dif 
ference of $18 millions in retail shoe sales is due 
to only one thing: per capita shoe consumption 
In Kentucky it’s only 2.7 pairs as compared with 
1.2 pairs in Connecticut. 

Needless to say, we’re aiming to make an im 
portant point. And the point is this: Shoe re 
tailers in some areas are proving to be better 
merchants than those in other areas. Right away 
the cry goes up: “It’s because of the difference 
in incomes in different areas.” 

That’s one of the unfortunate myths of shoe 
business. Let’s show a couple of examples. 
Georgia and Arizona show almost identical aver 
age family incomes ($4533 and $4556). Yet 
Georgia’s per capita shoe consumption averages 
2.9 pairs, and average shoe spending per con 
sumer is $17.67 for the year. Arizona’s per 
capita shoe consumption is 3.3 pairs, and con 
sumer shoe spending averages $19.77. 

One more typical example: California and 
Pennsylvania. Both have almost identical aver- 
age family incomes ($5800). Yet California’s 
average per capita shoe sales are 4.2 pairs, with 
consumer shoe spending averaging $25.26. Penn- 
sylvania’s is 3.5 pairs, with spending averaging 
only $20.77 per consumer. 

No, money alone isn’t the big answer. Nor is 
it population or geographical location. There 
are plenty of facts and figures to show (note the 
samples above) that even where the basic con 
ditions are very much the same, some areas seli 
more shoes than do other areas. 

What, then, is the big answer? It’s the same 
answer to the question, Why does one shoe store 
in a given town sell more shoes than a competi 
tive store in the same town with the same cus- 
tomer potential? The reason is age-old: one 
[TURN TO PAGE 73, PLEASE] 
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HOW TO LEASE WITHOUT 


W en you sign a lease with your landlord, do you 
really have a very clear understanding about what 
you're giving and what you're getting? It isn’t easy 
to find a new place to do business if you suddenly dis- 
cover that you have to move, and the direct expense 
of changing locations can be a small sum compared to 
the wallop that your wallet can suffer because of de- 
creased patronage. 

It’s important to “look before you lease,” regardless 
of whether the document in question is a renewal on 
the property that you're renting now, or a brand new 
agreement at a different address. For more than one 
shoe man who believed that he'd signed a foolproof, 
air tight lease, has either suffered an enforced, ex- 
orbitant increase in rent or been compelled to vacate 
his premises. 

One shoe man who, until recently, did a thriving 
business in an excellent location can vouch for the 
above. He had occupied his premises for more than 
four years under what was specified as a five-year 
lease. Although the neighborhood wasn’t much of a 
business center at the time when he first moved in, he 
suffered through the lean years until it developed into 
a really thriving shopping center for all types of adult 
clothing, and he was doing an equally thriving trade 
not only because the location was now excellent but 
because he was an aggressive merchandiser and made 
the most of each opportunity. But when his lease ex- 
piration was close at hand and he approached his 
landlord routinely for the expected renewal, the man’s 
reply set the retail shoeman back on his heels. 

“Not a chance,” he was told. “I’ve already sold 
your lease to a chain outfit for a ten-year period. Of 
course,” he added by way of apology, “I know we're 
good friends and all that kind of thing, but business 
is business. My new tenant will be paying me almost 


twice as much as I’m getting from you, so I am 


LOSS... 


Ii Js Important to Look Before You 


Lease Even If Youre Only Signing 
a Renewal. If You Don't, You May 
Be Forced to Move, Pay an Increased 
Rent or Restrict the Natural Growth 


of Your Business Later on. 
f 


sure you can understand my position.” 

As often happens in cases of this nature, the retail 
shoe man couldn't find another spot in the immediate 
and his five years of hard work went right 
hurt the 


vicinity 
down the drain. But what really most was 
what his lawyer told him when he turned, at this late 
date, for professional advice, “You could have kept 
yourself out of this jam very easily if you had insisted 
on the insertion of an option in the lease providing 
for a renewal of the agreement at its termination, or 
the desire to renew, and then had recorded the lease 
as a public record.” 

Then there’s the story concerning the retail shoe 
store proprietor who went to the very opposite extreme 
and leased his shoe store for a 99-year period because 
it was situated in such an excellent spot. Since he’s 
doing business there now and is perfectly satisfied. 
time may prove that his judgment was good. However, 
it has been proved that as a general rule the average 
small businessman is in a better position if he doesn’t 
tie himself down with such a long-term commitment. 
if he 
has the above mentioned right to renew if he should 
future 


From five to 15 years is more than adequate 


so desire. Since you never can tell what the 
may bring, why bind yourself with a document that 
may prove to be to your disadvantage? 

Another argument against such a long term lease is 
that it 


period. Instead the amount of cash to be paid regu- 


seldom carries a fixed rental for the entire 
larly to the lessor is agreed upon for a short term only. 
When this expires, the property is revalued in accord. 
ance with some plan that was agreed upon in the con- 
tract, and the new rental takes effect. Sometimes this 
is done in a manner that is fair to all parties. How- 
ever, there are plenty of instances where the lease- 
holding interests become so valuable that the mer. 


[TURN TO PAGE 71, PLEASE] 
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a sure-fire sales hit in your biggest market! 





NEED NEW SALES ACTION? Here's the answer. 


Get new customers early—when they will mean plenty of repeat 

orders. Flexible Baby Shoes give you more features to sell and 

Ui, j,pble t more reasons for your customers to buy. Order now or write for 
” new catalog. SAMPLES IN: Room 411, Marbridge Bldg., 47 W 


ot OK (: ae ‘i 34th St., New York City; Room 805, Alexandria Hotel, 5th & 
Spring Sts., Los Angeles. 


COMPLETE IN-STOCK SERVICE 3". «Curtis- Stephens -Embry Co. READING, PA. 
Terms 5% —30 days f.o.b. Reading, Pa. rn tS 


Moen - 


FINE QUALITY CHILDREN’S SHOES SINCE 1882 
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CV ittiaayseprnpone ee aad 
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WY io 


sales appeal plus! 


Everyone who wears shoes is a prospect 
for Shoe Saver, the most effective water 
repellent ever developed for home treat 
ment of shoes Easy to apply, it keeps 
water out and still lets leather breathe 
Because Shoe Saver makes shoes shed 
water, it protects them against the stif 
fening and staining from repeated wet- 
ting and drying. Leather stays soft and 
pliable; shoes are more easily cleaned 


and more comfortable to wear 





Shoe Saver also gives you the oppor- 
funity to cash in on the great and grow- 
ing sales appeal of products made with 


Dow Corning silicones 


sales tested! 


The sales appeal of Shoe Saver is proved 
by an initial sales rate in typical family 
shoe stores of a dozen or more bottles 


a week 


J 


mame extra-protit-maker 
BELONGS ON 
YOUR COUNTER! 





a repeat seller! 


People who use Shoe Saver like it so well 
they tell others and come back for more. 
One bottle will treat 2 to 4 pairs of shoes 
for a season 


display-packaged to 

make buyers out of 

eyers! 

Shoe Saver is packed 

12 bottles to a com- 

pact, attention-getting 

counter display box— ic 
| 


& 
ss 
on effective silent ~ — TS 
~ 
salesman. Put it to atti a 


work for you 


increase your net 
profit! 


Shoe Saver builds store traffic and net 
profits. It's a fast moving, dollar item 
with the kind of profit margin you realize 
on most shoe findings 


,) ei . 
nationally Milde 


H ¥ 
advertised? prema 
imely series of big 


2-color ads in these 

great national maga- il 
zines will pre-sell Shoe Outdoor Life 
Saver, 


With every Shoe Saver order, you'll get 





o traffic-stopping point of sale display 
and attractive window 
streamer to attract 
customers into 
your store 











acne 


Display nationally advertised Shoe Saver on your counter and 
mention it to your customers. Shoe Saver will quickly pay for 
its space in extra profits. Order from your distributor now to 
get the most out of the big national advertising program 


behind Shoe Saver. 


ee 


Shoe Saver Sells 


first in silicones 


DOW CORNING 


DOW CORNING CORPORATION WAU ia 


Midland, Michigan 


Dow Corning Silicones Ltd., Toronto, Ontario 
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The Eloquence of Sound! 
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ry. 
Phe Commercial Possibilities of Sound Are Tremendous. There Are 


Many Practical and Inexpensive Ways of Using It to Build Business. 
/ : £ 


Tin eloquence of sound is best illustrated by the story 
of the two cloak-and-suiters riding in a street car in 
One sighed 

looked at 


the great depression of °30. one of those 
The other 


“You're telling me?” 


mournful “30. sighs. him, finally 
said, 

The practical value of sound was probably first dis 
covered by a squeaking wheel that needed grease. Now, 
even strike pickets are being wired for sound, it seems. 
Pickets secure more attention while talking as they 
walk. 

Don't let 


afraid of the brass band than of anything else. 


The pacifist is more 
In the 


the band get you! 


war, more men were put into uniforms by bands than 


hy conscience, uniforms, pretty nurses and lack of 
employment together. 

The commercial possibilities of sound and of sound 
effects are tremendous. Talking pictures, of course, are 
a good box office example. Even before the day of the 
talkies. Roxy, always a good showman, contrived sound 
effects for silent pictures as, for example, when the 


flicker took the audience to the engine room of a steam- 
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ACT XV 
Showmanship In Business 
by ZENN KAUFMAN 


ship, Roxy ran a wire to the boiler room of the theates 


and brought to his audience the soft rumblings that 


they were watching on the silent screen 


Sales Meetings 


In sales meetings there are good possibilities for 


sound. | ran a contest some time ago and had the 


problem of dramatizing it as a boat race in which each 
clerk was represented by a boat. To start realistically 
we had a radio playing at the meeting. Hooked up to 
the radio was a concealed microphone through which 


backstage my announced, “The next feature 


stooge 
being brought to you will be an account of the start 


of the annual boat race.” The announcer went on to 


mention the men and their boats, discussing the bet 


[TURN TO PAGE 74. PLEAS! 


53 





All women will know that... 


Smooth ankle and foot 
hugging FIT 

A proven SAFE, rugged, 
long-wearing tread 


A truly CLEAR plastic 
rainboot 








in all these magazines: 
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(II e sh: rae 
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" BY FAR ite GREATEST ADVERTISING we, 
: 3% SCHEDULE EVER! DESIGNED TO 
HELP YOU SELL AND SELL! 
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come in all these sizes 


r es 


and LEFTS and RIGHTS 


LARGE (size 8) 


extra LARGE 
(size 9) 














SMALL (size 5) 
MEDIUM (size 6) 














med. LARGE (size 7) 


sizes 4 and 10 also available 













a in CLEAR and SMOKE 






SS 


All have ‘ oa 
adjustable ‘N A” «#707 UNIVERSAL FIT Ace Lette 


lastic 
P (best for LOW heels down to flats) ® 


a j 
ae > >” 
=>, ne SO » "»” 









fastener 








SE" woos corm Fit Ree ewes 


(best for MEDIUM height heels) ® 














| i —— #909 FASHION FIT ~ 

prue. Alun Dene’ . 

ag fe anion” | (best for HIGH heels) \ 
a ‘% \ and all these fine sales helps 
ON PICT RE| | ! DISPLAY STANDS 





may S 








fy nee 






in brass finish, black wrought iron 


F,, 
i> ) 
» c f At \ IE; 
‘ or chrome. Smart! Compact! Productive! : \ > 
_- Complete with 3 display boots <— s < } 
Y By a 
r Ls 











PLASTIC FOOT FORMS 
CARDBOARD FOOT FORMS 
WINDOW BANNERS 
GLOSSY PHOTOS 
AD MATS 7 
ENVELOPE STUFFERS ~ 















Shipping from 3 different points: 
LOS ANGELES, CHICAGO, NEW YORK 





® @ LOS ANGELES CHICAGO NEW YORK 
941 E. Third Street 1247 S. Wabash 4] W. 34th Street 
(a NEW address) 
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H Classico 


from the land of 

Michelangelo and da Vinci 
comes a modern concept of the 
classic shoe for men. 


IL CLASSICO 


in all-black calf 


IL CLASSICO 


in crocodile 


Completely handcrafted ... 

on American lasts, to American 

sizes ... by the creators of 

the famous Guanto... unmatched for 
beauty in men’s formal footwear 

unexcelled for solid comfort and 

wearing qualities ...a brand new 

shoe never before offered 

in America ... made to sell for 

$26.00 and up. 


tides 


CAPLICE suvcn 


234 POST AVE., WESTBURY, L.I., N.Y. » EDGEWOOD 4-3228 


Boot and Shoe Recorder 





“Keep Your Weather Eye Peeled” 





RCH Weather Forecast 


Beginning with this Issue Boot and Shoe Recorder Will Publish 


Each Month the W eather Outlook for the Entire Succ eeding Month. 


Because weather conditions so vitally 
affect shoe sales, Boot and Shoe Recorder 
is presenting a new service for its read- 
ers: a weather forecast for the month 
ahead. This forecast is prepared by 
Weather Trends, Inc., a New York firm 
spectalizing in long range weather pre- 
dictions for manufacturers, retailers, 
builders and others whose business is 
affected by the weather. We believe that 
shoe retailers and manufacturers will find 
these predictions of sufficient accuracy 
and value to justify their publication. 


A COLD March is the outlook for 


most of the nation. Only the extreme FAHRENHE!T 


ESTIMATED DEVIATION FROM 


Northeast and a few states in the JORMAL MONTHLY TEMPERAY 








Southwest will average slightly milder 





than normal. Dry conditions are fore- 
cast for most of the South, from Snowfall should be relatively heavy in Area I: Northeast 
Florida to New Mexico. However, the northern half of the country. Fol 


generally wet conditions are forecast lowing is a more detailed description March will average wetter than 


for the Northeast, Great Lakes region, of the expected weather pattern, by usual with near normal temperatures 


North Central States and Far West. region: Snowfall should be relatively heavy 
but a repetition of last year’s record 


breaking blizzard conditions is not 
anticipated, As many will recall, the 
snowstorm of March 16-17, last year 
paralyzed transportation and was re 


sponsible for more than LOO deaths 
Area Ii: Great Lakes 


astern sections of the Great Lake 
Midwest region, including Michigan 
Qhio and western portions of New 
York and Pennsylvania, will be wetter 
and slightly colder than normal 
Farther west, precipitation will be 
close to normal while temperatures 
will be much colder than usual. Some 


what similar conditions occurred last 


Pre PITATION 
ESTIMATED PERCENTAGE OF ss March 


NORMAL MONTHLY PRECIPITATION 
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Lawrence 


KHEN 


Keena by Lawrence is tanned twice to help you 
get more men’s shoe business. 

Keena is tanned first for sturdy wear and scuff- 
resistance, then again for mellowness and a lasting 
polished beauty. That’s why Keena by Lawrence 
wears and looks better and that’s why it can 
build a better men’s shoe business for you. 

Other ‘“‘tanned twice” leathers are MELGO and 
FINA. A. C. Lawrence Leather Company, Peabody, 


Massachusetts. 


58 
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is tanned 
LWuce 


rOnCe_ 


KEEBENA 


...the better part of better shoes 
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Chicago Retailers Find 
Spring Position Good 


SPRING shoe selling is just beginning 
to edge into the Chicago retail shoe 
picture. Patents, a sprinkling of blues, 
and a scattering of colors have started 
to sell. Until now, and for the past 
month, clearance sales have been the 
sales story. 

The results of sales generally, have 
been good. A number of stores started 
their reductions before the new year. 
Others broke their sales immediately 
after January 1. A few held off until 
the end of the first week. There have 
been spotty reports on contents of 
these sales. A number of re- 
ported their inventories were such that 
they had little to offer except odds and 
Dress types constituted most of 
Although early De- 
cember business was slow, there was a 
late spurt from the middle of the 
month on. Last-minute Christmas shop- 
ping reduced slipper stocks. It also ac- 
counted for good sales of shoes. 

A heavy snowfall the first week of 
January gave the boot and rubber busi- 
much needed lift. This helped 
clear stocks which have held over since 
last year and also helped clear over 
al] inventories. Thus most retailers go 
into their heavy spring selling period 
with clean stocks and in a good position 
to make additional 
needed. 


stores 


ends. 


the reduced shoes. 


ness a 


commitments as 


Patent dominates early spring sel] 
ing. There have been extensive 
promotions up and down State street, 
with good results. There has also been 
blue. There are indi 
cations that this trend will continue. A 
few reds have also moved. 


ness 


some 


ome interest in 
Resort busi 
particularly good this 
year. A good sampling of shoes have 
sold in outlying stores as well as down 
town. A few pastels in the new spec 
treatments have sold. Most of 
the interest has been in the whites and 
off whites 


has been 


tator 


New York Weather 
Boosts Rubber Sales 


THE month of January at retail wa 
pretty much in the 
has prevailed in previous years. 


same pattern a 
Clear 
ance sales were part of practically 
activities. Surprisingly 
not the major part. It wa 
also the month of stock-taking, that i 
inventory-checking 
of the 
method of operation. 

The weather in New 
very cold. sleet 
picture making consumers 
that it was winter and 
needed to go out and 
footwear. Those merchants 
stocks to 


anl 


every store’s 


enough, 
well as a 


as reap 


praisal business’ policy and 


Yor!) 


were 1n 


turned 
the 
aware 

they 
protective 


Snow and 
Loo, 

perhap 
buy 
who had 


managed do good 
Shearling-lined 
were selling 


different 
women 


adequate 


le poots 


business. 
well—-as tne 


ypes of 


were many 


overshoes Some 


were showing an interest in 
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and were asking for a very soft boot 
similar to the one that was popular a 
few years ago. The renewed 
at this time, stems from the fact that 
this boot serves the useful 
protection and at the 
dressy and good-looking. 
As to the retail picture, in women’s 
shoes shiny blacks, medium grays and 
lighter neutrals appear to 
sellers. There has also been a surpris 
ing, early demand for bright red in 
textured leathers. Black patent leather 
and patents combined with touches of 


interest, 


purpose of 


Same time 18 


be good 


white or ornaments and _ bow 
selling well. The 
that anything that goes with the mid 
winter hats or 
costume from the up, 
Pumps, real slings and lots 
of open back the 
types that are selling in 
shoes. Some of the highlight 
tions stress: “Our City Slipper 
ing and slim in black patent, glide 
On its 


are 


feeling seem to be 


will brighten up a 
s}] 


will se 
and lots 
important 


toes 
shoes are 
women’ 
promo 
hin 
on 


toe, 


a lovely little curved heel 





AT BONWIT'S 
THE PEAK OF JOYCE 


darling little peak pump done in white 
black or natural straw on « miniscule cork 
wedge. Very pretty with dangleberries on the 
toes, very good going South. 10.95 the pair 
Mail and phoneorders filled. ELdorado 5-6800 
Shoe Selon, Second Floor 
New York White Plains 


Cleveland 


Summer straw is highlighted by dark 
gray background. Style by Joyce. Bonwit 
Teller, New York (two cols.). 


Anothe: 
unique touch—the 
the white flashes 
collar that catapults 
there. A 

All 


exclu 


black silk bow.” 
“That 
flair the unusual, 
of genius ...A 


here 


a romantk 
indicates 
for 

and 


Piping spectator, 


line and lender, 
New re 
honey cream, gray mist.” 
and 
on 


new in 
beautiful. 


inlay 
ort ive in 
the 


Colo! 


Resort southern shoes with 


emphasi bright tropical 


wedges, pumps in flowering satin—all 


were prominently promoted in new 


paper advertisement and in tore 
display 
The 


well 


elling 
those 


afternoon 


that seem to 
dre 


are 


hoe 
are the 
that 
and eal ly 
Shoe retailing 
but that is 
month of 


up type 


for 


hoe late 
evening 


off 


pattern 


low! 
the 
However, clear 


tarted 
ual for 


January 


the u 
ances plus spurts of good selling day 
add up 
month 


will to a creditable showing 


for 


the 


Clearances Prepare 
Baltimore for Spring 


BALTIMORE store 


clearance 


\ ith 


foot 


were busy 
laneou 
Dol at 

ahead of 


ales of mise 


wear during Januar volume 


on these sales j 

1956 figure 
Alony 

their 


Way 


running the 


had 


inde? 


with thi 
for 

izeable inventorie 
the offing 
till be very good 
and March. Othe 
to be well 


picture, buyel 
plan footwear 
with 


motions In 


pring 
and 
The beige 


pro 
family 
for Februar 

that promise 
are “Ascot” gray, 


Bread,” 


will 
color 
accepted 
“Flax 


“Primavera,” 


“French 
and “Wicl 
Patent 
pring 
leather 


with the pointed toe 


platinum 
ov.” 


hone \ color 
\ 


portant item a 


tured will also be good along 


Comment from buyer pointed up 


ome of these trend 


“We're just 


pointed 


getting our new noe 


in tne toe,” said buyer 
“We per 
pointed toe and bought, instead, 
this type. It 


middle of December and we 


one 
planned on buying ter cent 
50 per 
began to sell in 


to 


cent of 
the nad 


reorder it three time St 
Ly the 


back.” 


‘ ne 


pointed toe n 


be most 
toe and 
Another 


to pointed 


addition 


and close I, 


tated: “In 


both oper 


buyer 
pump 
tnere will be a | 1 ! 


Very 


none 


rap ana 


h hone halter 
‘ar, almost 

if Spring 0 

“We're ‘ 
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for 
carried 
Most 


into next 


ti port hought tne re 


trade, will be over to 
omotion stores expect 
rul vear to sell well um 
mer and have reordered these styles 
retailer 
for spring sell 
ales should top the 
Last 


becau ¢ of a 


Generally noe were op 


timistic over 


pro pects 
lebruary fig 
vol 


treet 


t year February, 


harply 


Miami Retailers Seek 
Shoe Style Trends 
ALI 


the re 


that 
for 


‘leisure 


hoe merchants are saying 


ent holiday season was good 
this 
hoes” has been applied to many line 
The old fashioned 
hoe, the ca 
the dre 
der the 


It i 


season 


leisure hoe and term 


bedroom oO! house 


ual outdoor shoe and even 
y dancing slipper, all come un 
headline of “leisure shoe 
too early to predict what the 
high style will be like, 
but all merchants are putting out early 
the 


colors 


shoes 


feeler to 
style 
the early 


get public reaction to 
Quite important in 
showings is the staccato look 
white. This is a good 
with which to step into the re 


and 


of black and 
number 
the leading 
playing it up. Burdine’s i 
black as the shoe ward 

Selby’s is doing the 
ame, although the lines are quite dif 
ferent. Suede, calf, patent, kid 
in the picture. Not 
the beginning of 
marked by 
of white 
to Florida wanted a pair of 
shoes, but the picture changed 
White shoes are selling, yes, but they 
are not moving out as they once did at 
the beginning of the season. Of course, 
an all-white shoe does pinpoint the re 
sort fashion but it not 
highlight it 

Heels, which dropped a little toward 
the end of last have climbed 
back to even points. Some of 
the are predicting 
more which will match 


ort and some of 


eason, 
ore are 
showing a basic 
robe foundation, 
all are 
Oo Many 
the 
upsurge in 
Every 


years ago 
‘season” wa 
a heavy the sale 


shoes woman coming 
all-white 


has 


picture, does 


season, 
higher 
style 
slender 
the new pointed toes. 


high hops 


heels 


The early showings of the new shoes 


bring out more decorated insteps 


bows, pleats, “gems” all a-glitter, beads 
all are much in evidence. How the 


trend will hold up through the season 


60 


remains to be seen, but from the most 
shops to the chain 
trimmings have appeared. 

Sculptured heels in bright ceramic 
pastels are a novelty introduced by 
Chandler’s in their 163rd Street shop 
One of their ultra numbers is a 
deep-toned imported straw and patent 
They feature a natura! 
wood heel] 


exclusive stores, 


smart 


also mart 


the tore “5 
ahead of the nation,” ha 

print ina 
one of the few 


Cowen’s, recognized as 


month intro- 


Flor 


mod 


auced a dainty 


ida casual Phi i 


paisley 


eis now appearing that is an open toe 


mode! The closed, pointed toe 1s being 
hown everywhere 


The fa 


on i8 a 


for this s 
one, and the I. Mil 
ilk as a lady’s fabric 
shoe An 

oft silk 


hoe to be worn with any after 


hion ilhouette 
like 

featuring 
lovely 


Ca 


lady ler 
snop 1 
are 


in a extremely 


pointed pump of makes a 
lovely 
noon ensemble 

“7 


Four Day Rain Slows 
Los Angeles Business 


the retail level hit a definite 
lump in the middle of January. The 
year started off but the 
12th of the month we got our first good 
rain of the a four-day affair 

buying practically stopped. In a 
like thi 
precipitation | 


SALES at 


wel] around 
eason 
and 
practically all 
confined to a 


climate where 
two or 
three-month period in the winter, busi 
kinds slow 


dow! 


ness of all] to a walk when 
geared 


little 


The economy is 
ituation, however, 
felt. 

retailers 


it come 
to the 
pinch 1 

Some 
heads of big chain outlets, 
revival of the downtown 
trade may be expected in the future A 
took out here when 
voters approved removal of the height 
limitation on buildings. Few 
ers realize that this huge city, all 


and 


particularly the 
feel that a 

shopping 
revolution place 
Kastern 
100 


square miles of it and the third largest, 
has had a statute limiting building 
heights to 12 stories. The only 
that high is the City Hall; others run 
seven or eight at the most. This has 
caused the city to sprawl in its growth 
and to remain just a great big smal! 
town. It has helped kill the downtown 
area by forcing lateral growth. 
retailers fee] this may be re- 
the near future, feel their 
holdings will increase 
harply in value. Already under 
struction is a 25-story office building, a 
mon for this town. 30 and 
40-story buildings are in the planning 
Obviously, if are 
completed—and if the offices can 
it would double or triple the 
working population of the 
downtown district; it double 
overnight the foot traffic going past the 
Working 
clined to buy where they work and an 
entire new population could be added 
to the district. 
Whether Angelenos 
cliff-dwelling existence 


one 


Some 
versed in 
downtown 
con 


ter Several 


taye. these success 
fully 
he rented 
day-time 
would 
stores. are in- 


shoe people 


for the 


remains to be 


will go 


geen. 

Stylewise, sales show a strong pref 
for black patent pumps, tex- 
tured leathers, and calfs, in about that 
order. Combinations of two leather 


texture finishes in the same color carry 


erence 


trong sales appeal. And the ladies are 

buying strongly in the mid-height slim- 
taper heel fashions. The predominant 
clothes style is very feminine and soft; 
must 


elegance in shoes is a 


Overall Sales “‘Normal”’ 
In Boston Stores 


JANUARY shoe business in Boston re 
tail followed the usual 
with clearance sales helping to lighten 
and clear the decks for 
[TURN TO PAGE 63, PLEASE | 


stores pattern 


winter stocks 
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Flegant new footing for the legendary 1918 shoes made for Poiret by Andre Perugia, our illustnous French designer 


The original second-decade shoe, drawn in outline; | Miller's ready-to-put-on interpretation, on the other foot 


and very 


much in step with 1956 fashion. Purple satin slipper with » big, romantic bow, 31.95. Black suede with twisted black 
patent T-strap, 31.95. Black suede pump with gleams of gold and bronze kid, 31.95. All, exclusive, I. Miller 


History repeats itself with significant variations. 
Focus is achieved through heightened line drawings. 


its modern counterparts. 


a6 Charts Sureet 


Here is a 1918 shoe style and 


Designed by Andre Perugia for Poiret. | Miller, Baltimore (eight cols.). 
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CAN'T RESIST Cpl econs 


a IT’S THE WAY THEY’RE STYLED... 


so cleverly, so differently, that tugs at her 
heart and her purse strings! 


IT’S THE WAY THEY’RE MADE... 
so soft and smooth and light... that brings 
her back for pair after pair. 

IT’S THE WAY THEY’RE PRICED... 


so low that she buys several pairs at once 
and never misses the money. 


IT’S THE WAY TO GREATER VOLUME AND PROFIT! 


NO. 104 


with leather heels 


* ie 


Cost; $2.40-—-5% 


Cost: $1.85—2% 


NO. 688 


with leather heels 
NO. 111 ™ a pi 


' corsage? Cost: $2.35 —5% 
$999 fi 7 ’ 
Retail* j Gz -_ 


Cost: $1.85—2% 


NO. 777 


with leather heels 


; -, il ‘s:” 
J YE iy, bts i dul , Retail* 
NO. 711 d estas shite anna Cost: $2.35 —5% 


$999 
ll My MATERIALS: Soft glove leather uppers and wraps 
Cost; $1.85—2% Chrome leather soles 


10 DAYS AVERAGE DELIVERY! COLORS: White, Natural, Black, Red, Pink, Turquoise, 
LIBERAL ADVERTISING ALLOWANCE! Pastel Blue, Tangerine, Navy. 


GENEROUS MARK UP! SIZES: $2.99 Shoes—N and M, 3-11. 
For complete details write, P o $3.99 Shoes~S, N and M, 3-11. 


WUC shoe company, 


DIVISION OF OMEGA SHOE COMPANY «+ 133 So. lith St, $*. Lewis 2, Mo 


* Our suggested retail price. 








February |, 1957 

















BOOT and SHOE RECORDER 


A CHILTON PUBLICATION « CHESTNUT AND FIFTY- SIXTH STREETS» PHILADELPHIA 39, PA. 


J - _—— 


e Ghrat 3 all mark an unusual cvcnt, histevically 
unigie. Bool and Shoe Records, which was founded tr 138 2 
20 Boston, e Massachiuselts, wll have comyilelod SD YOO" of . 
continotts feblication. Hl ull be lhe forse shee merchandising 
Custnedss LY! tn Gmnenca Co veach the ditinguisted mulestone. 


TT 
e Y, commemordale lhe cvenl, lhe eddlers of BD col and Shoe 


Recover wll fulliih a angie (sue, ‘44 slaty Hn velvospiect and 
prcspect lo Ce called J GS Seventy five Gear Record of Cur 
Shoe Standard of Ahiving and . SF Dryoction Via the Net 
Duarter fa Century. " Jl ts COUW confulend hiofte thal lhe Tith 
e Vantversary sie of Bool and Shhoe Recover wld be a collect 

crv 5 lem anda IOUVCO of vefevence fer lhe cndustry fer yours fo COVE. 


a Bee ik? Cnn 4 


. \ J / ded . e 2 
alee co R DER e mncerely YOUN, ae 


A 


Curent B ! 
Overt « ' Ley WHE, ff 


fllisher 


ANNIVERSARY 


ISSUE 
JUNE 18; 19587 











Boot and Shoe Recorder 





[CONTINUED FROM PAGE 60] 
spring orders. Retailers reported busi- 
ness “on a par” with a year ago despite 
the extra strong dosage of winter 
weather. In fact, the latter helped 
stores clean up remaining stocks of 
shearling-lined boots and winter-type 
novelties while failing to dampen sales 
of dress shoes. 

At the Solby-Bayes store in down- 
town Boston, sales were below a year 
ago during the first week of January 
but took on new life in the second 
week and have held this pace. Overall 
business was described as normal for 
this time of year. Encouragingly, how- 
ever, it was not concentrated on “cold- 
weather shoes” but spread over into 
newer “going South” resort dress and 
casual wear. 

In addition to day-to-day sales of 
boots, Solby-Bayes finds good response 
to promotions on closed-up types of 
walking and dress shoes in blacks and 
browns. At the same time, it has done 
a brisk business in spectator pumps 
in blue and white and tan and white 
as well as in casual types in newer 
spring colors. Interest in patent has 
evident in recent days. 

At Bonwit Teller’s, 
ning and cocktail 
own. Brocades and fabrics in white, 
silver and gold most in favor. 
Tapered toes continue to dominate the 
tyle picture. 


become 
business in eve- 
held its 


shoes has 


are 


Patent again shapes up 
as the big leather for spring. Black 
suede and smooth calf far in the lead 
for cold weather 

At Kennedy’s downtown store, sales 
of men’s shoes have slowed noticeably 
since the turn of the year although 
holding “about even” with a year ago. 
The store is still concentrating on the 
heavier winter styles with emphasis on 


shoes. 


cordovan colors and four and five-eye 
let models. To date, best business is 
reported in medium to higher-priced 
lines 


selling to resort-bound vaca 
tioners. 


Suburban stores report no let-up in 
sales of shearling-lined boots for both 
men and women due to heavy snow 
concentrations in these areas. This 
has tended to hold down business in 
dress and evening types notice- 
ably than in downtown stores. Here 
again, however, there is a growing 
awareness of new spring types 
mid- and late-January promotions are 
building up momentum. The immedi 
ate outlook is for the trend to continue 
with February business better than a 
year ago. 


more 


and 


St. Louis Clearances 
Bring Brisk Sales 


IN the St. Louis area, fall and win 
ter continue to well. At 
reductions averaging 20 cent, 
categories of footwear moving, 
with heaviest women’s 
pairs. 

Buyers downtown as well as mana 


clear 
per 
are 


shoes 


all 
all 


emphasis on 


gers in smaller suburban outlets report 
that are well. ‘*We 
have sold a lot of shoes since the shoe 
ball started the after 
Christmas,” spokesman tated 
“We still lot of shoes to sell, 
but the factor is on ide 
We have many selling days ahead of 


clearances going 


rolling day 
one 
have a 


time our 


us before spring sets in.’ 

Multiple pairage sales were chalked 
up extensively in January in suburban 
stores. As mother heard to 
remark, “How wonderful! I bought 
both kids their shoes for what I usually 
pend for one pair.” 

High girls have the 
attractive sale prices to lure parent 


one Was 


school used 
into approving purchases of very high 
heeled black pumps—in 
many cases the girl’s first pair. Teen 
continue to demand heels 
flat or very high, leaving 
mid-heeled for 
mothers. 


closed suede 
either very 
the thin 


styles their walk-wise 





Stepping into the resort season: THE STACCA 


PANDORA 


TO LOOK OF BLACK AND WHITE 


Peotone ding so ventured nieck ° ang 


This ad almost constitutes a fashion report from Miami. Women's shoes in black 
and white—the staccato look—are strikingly illustrated through alternate blocks 
in black and white. Fiancees and Pandora. Burdine's, Miami Beach (eight cols.). 
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and 
bette 


noted 


In men’s hoe departments 


stores downtown, considerably 


than normal = activity was 
Although = size 


patterns, 


omplete in 
did 


trouble 


were ine 


most men customers not 


appear to be having any 


footwear at sale price 


15 to 


selecting new 
Men’s 
20 per cent 

Children’ 
branches of department 
than their 
Standard bluche 
girl 
Although 


carried 


were adve rt ed at 


reductions 


shoe 
department in outlying 
tores were 
downtown counter 
for 
repre ented mo 
addle ox 
age! full 
during January, many 
up 


reported as 


busier 
boys and 
t 


parts 
one straps for 
typical purchase 
fords for teen 
at most 
replacement 
Navy blue 
gaining 
draws close 

Women’s buying in 
and 
plu 


price 
store 
pall vere picked 
addle 


brown and black a 


vere 
over spring 


luded color 
pattern at ale 
blac K 


plain 


all 
types prices 
patent pumps 


patent 


a big 


one tore a pointed toe 


has already been reordered four 
times. Along 
of Delft blue 
clo ¢ LO 


upply. Best 
open toe, open back 


pump 


with patent, early sale 


dressmaker pumps have 


ting one tore’ 
Delft 
low platform pump 


A flat 


arries 


come exhau 


eller in blue is an 


on a not-too-thin hee rectangu 


lar ornament ¢ ilver 
piping 

Women’ pring 
display in limited quantities in 
This was earlier 
in previous years, buyet 
Three-fourths of 
by January 15 Re 


vamp 


footwear went on 
Decem 
than 


Phe 
pattern 


ber in St. Loui 
report 
result? tne 
reordered 
eller 


interest in 


were 
peated hest vere patent 
vhite 


and oatmeal! 


pumps, 


plu ome broadtal 
and 


pump in 


oatmeal calf. Flax 
both 


leather are dese 


mooth and = rough 


bed @ gaining 
ground aaily 


An innov 


tal, 1 


ation in vamp decoration 


called cry reported as moving 


Mid 


48 4 mid-season decorative note 


‘ ‘ ‘ 
formality, 


fresh 


Way in 
buckles 
women, 

The 
Board of St 
f 


or January was a 


have a 
buyer ay 
the 


choice of noe 


Louis a hoe of the 
“pointed a“ 

Delmanette closed 
Built 


limmest last 


elegant pump 


over tne ne 


the 


I ri-Lace. we 
“Sorrentoe,” 
had 
Scruggs, Vandervoort 


needle 


pump ha good response 
Tr 
rhe 


aluminum and 


jarney. 
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..and the 
Factory 
Superintendent 


To the superintendent of a shoe 
factory, shanks can be almost a 
forgotten item unless a problem arises. 


Well made, properly fitted shanks 
help the superintendent avoid shoes 
that twist or don’t tread right. 
They reduce returns due to broken 
breast flaps or from shanks 

wearing through outsoles. 


United makes shanks that lift worries 
off superintendents’ minds. That’s 
why scores of leading, practical 
shoemen specify United Vita-Tempered 
steel and steel combination shanks. 
They know they can rely on them. 


VITA-TEMPERED STEEL SHANKS 


sue 


UNITED SHOE MACHINERY CORPORATION BOSTON, MASSACHUSETTS 
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CURRENT CONDITIONS 
IN 
SHOEMAKING CENTERS 








New York 


Mosi shoe manufacturers in New York seem to feel that 


the year is off to a good start. In most instances they have 


full production, good cutting ahead and 
that they will keep busy right up to the middle of April 
The late Easter date to the 


because it to meet 


prospec ts are 


manutacturers 
dates 
Many 


shoes this 


is an advantage 


gives them some leeway delivery 


specified by retail accounts on their initial orders. 


of the manufacturers will ship their new spring 
These 


business and 


month. first shoes will be the vanguard of the real 


Easter 
put them in stock, 


will give retailers an opportunity to 


get consumer reaction and 


on display, 


still have time to reorder on the “hot” selling numbers 


In factories making women’s shoes, the emphasis is on 
start 
lighter neutrals, vanilla, white, 


off-beat colors. Black patent leather, 


straws and 


pumps. slings and backless types. Colors generally 
with black and 
blue and some 


calf, kid 


are the 


go on to the 
of the 
satins, other fabrics 


suedes, linens, 


materials generally used 

indicate that their 
highlight 
trim, straws 


Modified tapered 


ornaments are 


flats 


business and 


Manufacturers of casuals and 


lines are attracting good such 


variations as linens with hand-painted 


textured leathers, and perforated pig. 


toes and all kinds of trims and generally 
featured 

In girls’ shoes, the emphasis continues to be on pumps 
black 
or smooth leathers, reds. 


plaid saddle, 


binations are selling well. 


and swivel straps patent leather, white textured 


Saddle oxfords in white with red 


red with red plaid saddles and other com 


Those manufacturers who have 
in-stock departments indicate that their ratio of production 
is about 65 per cent customers’ orders and : 
instock. 


Prospects are that good business will continue 


$5 per cent for 
factory 
and that 
capacity right up to Easter 


production will be at near 


( hicago 


Lat K spring and early summer order business is now 


flowing into factory headquarters. Salesmen have been on 


the road for several weeks. Re-orders on spring and 


Kkaster shoes and advance orders for summer are. their 


They 
An early Janu 


goal. Most retailers finished up the year well have 


had good response to their clearance sales. 


storm made inroads in their boot and rubber 


1 herefore. 


ary snow 
they are in a good position for current 
Most 
sales increases of from five to ten per cent over a year ago 
style 


closed up 


goods, 


and advance commitments. houses are predicting 


Advance orders 
placed. The 
late spring re-orders. 
added 
chiefly in ornamentation such as stitching, 
New heel 


styles have 


predictions are bearing up in 


pump continues to lead even on 


The demand is so strong that several 


houses have new The changes are 


buckles, and 


and 


variations. 
accents, additional 
height 
demand for the new spectators is also responsible for this 
Although there 
tapered toes, the 


contrast treatments 


medium also appeared. The 


rising 


carry-over In pump types. is a good per- 


centage of orders for trend has not 
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field yet It till 


is expected to continue 


medium remains 
a fashion This situation 
gh the summer, but should 


fields by fall The 
edged backless types out of the 


caught on in the price 


shoe. 


throug show some shift to other 


price popularity of pumps has not 


They 


stitniinie td S pat 


picture tron 


in second orders and in those for 


| 


of Spring-o-lators, which appe destined 
to date Phe 
on the medium heel is helping 

Beige 
Whites 


orders. The 


ticularly true 


for their biggest season increase im patter 


and tan tones are also prominent in seeond ordet 


and off whites have practically taken over in sum 


mer growing preference for the soft crushed 


leathers has been responsible for heavy orders of punched 


ind perforated pig in whites 


New 


THe much-anticipated increase in sprin 


kngland shoe 


ingland 


New 
became a reality this month 
Although 


way to 


ordet it 
factories finally 
aster cuttings in earnest 
they still have a 
spring orders, the 


voking 


as shoe firms began I 


manufacturers report youd 


closing down on further eurtain 
lifted and 


and one-half months 


before 


has definitely they are | forward to a 


busy two 
most concentrated on 


Production, for the yart, is still 
| 


stvle line layving Retailer have 
delayin 
| 


‘ 
minute o longer are they 


the staples with the 
their prerogative in 
until the last 
afraid of losing out on deliveries, fully 
fill their 


word is not one of caution 


exercised order on the 


newer styles 


iware that manu 


sometime within a matter 


exactly but the 


facturers can orders 
of days. The 
retailer is determined to play the cards while they favor 
best sellers 
that many style house 


unbranded 


them 
ularly 


loolwear of men 


him, prove his before he buy 
Result is 
making 


medium priced shoes, are 


parts those 


womens novelty 


waiting for customers to come 


through with style and size details on ordes Sranded 


women's medium-priced lines are moving well as are 


mens popular priced shoe ind’ all type ft children 


lines, 
One during the slow 


become vident 


While 


orders, they 


thing has more ¢ 


down ol recent months ret tiles have been holding 


off on bulk 


reaction to higher prices 


spring have been testing customer 
J Hs 


mostly through ipgrading. He 


action has been so encouraging that a great many retailer 
they wouldn't ey have con 


should 


who have 


are ordering price lines 


sidered a year ago. This prove a heartwarming 


boon to manutacturers continued to strain under 
rising costs 

Whereas 
the squeeze by 


brackets 


they are 


many manufacturers earlier tried to ride out 


offering more attractive markups in higher 


while strictly limiting those in their former 


prices now considering almost eliminating their 


board 


lines in what 
Retailers will still 
and have less Worries 
carry the bulk of 

Again the 


badly 


lormer price amounts to an acro the 


increase benefit from better mark ip 


about which price bracket hould 


their busines 


squeeze on the low-end line hurting 


that manufacturers are considering general increase 
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Trade Trends. - 





Better not take this with an I’ve-heard-it-before 
attitude ... but shoe retailers in 1957 will face 
the toughest competitive year they’ll remember 
in a long time. Lots of them stand to get hurt, 
especially the smaller operations and indepen- 
dents. While all the signs are present for a high 
shoe production and retail sales year, don’t be 
misled by the predicted high volume. The threat- 
ening challenge: coming through with a profit 

. and in some instances managing to stay sol- 
vent. Historically, the competitive pressures will 
favor bigger firms. 


The battle will focus on prices. Despite upped 
for better markon, plenty of 
price-cutting is in view for shoe business. Prices 
will be highlighted in many of the year’s store 
promotions. The appeal of lower or cut prices on 
a price-rising market always magnetizes con- 
. and smart retailers will try to cash 


costs and need 


Sumers 
in on this psychological point. This pattern will 
take place in many types of retail businesses, 
shoes included. 


Better face up to some realities of the current 
marketing picture. With all the talk about high 
consumer incomes, 65 per cent of working pop- 
under $5,000. Most of the up- 
yraded products (or better quality products) 
depend on the 35 per cent earning above $5,000. 
And mind that when the consumer 
“trades on some items, it leaves 
trade up on others. Result is that there can be 


ulation earns 


keep in 
up” less to 
more “trading down” than generally realized, 
especially on some items (and shoes may well 
be one of these.) 


Today, 65 per cent of women’s shoes and 64 per 
cent of misses’ and children’s shoes sold at re- 
tail are in the $5-and-under range. And 58 per 
cent of men’s dress shoes sell for $10 and under. 
This is the mass market. Very interesting: see 
how closely those figures match the figure of 65 
per cent of the working population earning 
$5,000 or less a year. Add another important 
factor: consumer debt. One out of eight families 
is committed to paying 20 per cent of its income 
to instalment depts. And $12 out of every $100 
of income for the population as a whole is ear- 
marked for paying off time loans. 


Getting a piece of what’s left of the consumer 
dollar will be a real dog-fight among retailers 

. not only within a given field (such as shoes), 
but field against field. The bigs (department 


66 


stores, large independents, chains, etc.) are go- 
ing to slug it out with prices to assure their 
share. Remember, too, that they’re fighting 
against loss of further business to shopping cen- 
ters and suburban areas. Prices will be the big 
promotional magnet used to lure and hold shop- 
pers downtown. In this pull-no-punches warfare 
the smaller retailers stand to get hurt. 


The manufacturers are caught right in the mid- 
die of this forthcoming battle. For their own 
survival and welfare they’ll be forced to give 
more attention (and concessions) to the larger 
volume outlets. Their distribution may become 
more selective, centering around the larger 
stores where they get prestige as well as sales. 
3ut this will cost them something. Larger out- 
lets will put more pressure on manufacturers 
for greater concessions and “cooperative” aid 
. such as cooperative advertising, larger dis- 
counts, priorities, etc. Bigger stores, with local 
prestige value, can bargain hard against brands 
by use of private labels. With the big store’s 
advantages and the no-choice position of manu- 
facturers, the little fellows stand to suffer. 


As cash gets tighter and consumers get more 
price-selective, bigger stores have an added ad- 
vantage of offering time-payment plans, which 
smaller stores don’t. Bigger stores can get more 
extended credit from manufacturers. There may 
be more pressure for exclusive or franchised 
lines from the bigs locally. Figure in, too, further 
price pressures from upcoming soft goods re- 
tailers such as the discount houses, supermar- 
kets, etc. 


How will the smaller stores fare in the middle 
of these closing claws of competition? One thing 
sure: to stand still and hope to ride it out suc- 
cessfully will be foolhardy. What advantageous 
tools of their own can they use in this battle 
to hold or win business? If they can’t price-cut 
with a needed profit, what can they do? 


First, take a hard look at operating costs. Trim 
where possible. But better still, figure to build 
more sales with present facilities and costs. This 
is actually an indirect cost-cutting procedure. 
It sums up to better retailing productivity . 

getting a better volume and profit return for 
investment and costs. Small retailers can do this. 
The small store has other assets to sell: Closer 
[TURN TO PAGE 70, PLEASE] 
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Ou tsells a others! 


a 


as d a 
The Ougunal 


totes. 


MAKE TWO SALES . 


NEW "totes" disp‘ay bar sells for you 
FREE with your order for 48 pairs. 





. MOTHER 
S086 
Stocks 


counter, 


4 pairs right on selling floor or on 
Mothers 


from idle 


Brings 
you extra business Takes 
only 9 x 18 inches. Displays both styles: 
+80 OVERSHOE-“totes.”” 3 sizes fit 31 
to 914. Ribbed, non-skid soles. Red, 
Suggested retail $1.29 pair 
Store’s Cost: $.774% pr $6 pr. case: $27.90 
+80-TT OVERSHOE.“totes.’’3 sizes fit 
9-BIG 3. DuPont Neoprene Soles. Red, Brown 
$1.79 pair 
36 pr. case: $38.70 


Reminds to buy 


spac c 


Brown 


Suggested retail 
Store’s Cost: $1.071% pr. 


So-Lo MARX RUBBER Company 
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Heres Why 


EASIER to put on because they 
S-T-R-E-T-C-H MORE! 


ANKLE-HIGH protection. Not cut 
down at sides. Compare! 


World's LIGHTEST — yet rugged 
as cowhide. Wear GUARANTEED! 


NO LEFTS or RIGHTS to confuse. 
Toddlers put them on alone! 


‘48, ‘totes’ sales have 
grown until today they're Amer- 
ica's LARGEST SELLING Chil- 
dren's Rubbers. This Spring, more 
than 250 THOUSAND Mothers 


will buy ‘‘totes" for kiddies. 


Since 


Don't Miss This Important 
Extra Spring Business 


_. Instead of one 





NO CUT PRICE COMPETITION 


Remember—"totes"’ are sold at Nationally 
Advertised, maintained prices. You won't 
find them sold ‘‘cheaper"’ down the street. 

and profit with “totes”. 


@ SMALL STOCK... . FAST TURNOVER 
ONLY 6 SIZES FIT SMALL 3'/2 to BIG 3 


@ NATIONALLY ADVERTISED IN PARENTS’, 
LIFE, TEACHER'S MAGAZINES 


@ RECOMMENDED BY TEACHERS 
WHERE 


EVERY- 











ORDER TODAY! Or write for catalog and 
name of your nearest wholesaler. In-stock at 


88 distribution points coast to coast 


© Dept. B-21 © Loveland, Ohio 
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Just ahead for YOU... 


“RECITAL” PROFITS 


? 


LIP. 


with 





dance| shoes 
and accessories 











Capitalize on this important Dance Season starting now! 
Students are re-enrolling, recitals are ahead 

Let your customers know you're the community's Dance 
wear Headquarters Display ballets, toe shoes, leotards, etc 
in your windows and shoe department 


You'll profit handsomely! 


eeeeeeee | e@eeeeeeegeee 


Write for NEW 


1957 ( altalog 


y, 


“IN-STOCK” 
IMMEDIATE 
DELIVERY 


ADVANCE THEATRICAL SHOE co 
32 West Randolph St Chicago |, {il 


KNOWN THE WORLD OVER BY THOSE WHO LIVE, STUDY. AND TEACH THE DANCE 








Manufacturing and Markets 


CONTINUED FROM PAGE 65 


for late spring at least, despite earlier avowals of holding 
the line. The big question is whether retailers will gral 
for the higher markups in the face of being forced to 
raise retail prices. A good many price questions are due 
for definite answers well before Easter, 1957 

Ihe narrow-toe demand has continued to grow and few 
store windows will be without these come spring. Patent 
is definitely in for its best season with black ruling at 
first. then to be supplemented by the lighter shades. Less 
open pumps are also in favor in leathers and fabrics 
Textured leathers are big for women but falling off in 
men’s lines. White, of course, will be the big color in 
women’s fashion shoes for summer but here again, fabric 
prints and red, navy and pastels are looked upon to pro 


vide competition 


Milwaukee 


M ANUFACTURERS report that they are running at ca 
pacity or comfortably close to it in most instances. Out 
look for spring is a bright one as dealer orders from the 
territory continue to come in steadily Producers are tak 
ing a bullish view 

Though traditionally on the conservative ide Mil 
waukee manufacturers are generally willing to let them 
elves out far enough on the proverbial limb to predict a 
high degree of prosperity for the year 1957 

One veteran shoeman claims that prospects look fine 
for at least equall ng last year volume. but it will require 
plenty of promotional effort all down the line 

In the first days following New Year celebration ders 
came in a bit hesitantly, but by mid-January the pace had 
stepped up appreciably as dealers finished their inventory 
taking and drew a deep breath 

Influence of Easter sales is expected to exert only a 
slight effect on the production picture among most Mil 
waukee plants As one factory spokesman put it: 
“Whether Easter comes late or early this year doesn't mean 
a great deal here. Naturally, there wiil be a welcome 
‘bulge’ in ordering. But, since Milwaukee is primarily a 
men’s and children’s footwear producing area. the high 
style problems pointed up in the industry at Faster time 
in the women’s shoe field are not so important with us.” 

Men’s shoe producers note a continuing emphasis on 
lighter, more flexible shoes. Thinner soles featuring the 
lower profile are expected to account for a growing share 
of factory output. No marked style revisions are antici 
pated. Some interest is currently being noted in a trend 
towards a more tapered toe in men’s shoes, however 

Colorwise, the light hues in the brown families are 
expected to continue their dominant position iccording 
to the women’s shoe manufacturers. Orders for gray 
numbers have noticeably slackened. Retailers are showing 
considerable preference for the new glove types of leather 


with a soft, definite finish 


St. Louis 


SHol factories in the St. Louis area are running at 
capacity level. Some instances of overtime were noted as 
early as the second week of the month. Although orders 
for spring shoes came in spottily, with retailers operating 
on a wait-and-see basis, no hitches in meeting delivery 


schedules are in the picture as yet 
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Orders received are running ahead for many firms, with 
one company reporting gains of better than 20 per cent 
over the same period last year. Women’s plain patent 
pumps, already selling at the retail level, have been re 
ordered by dealers and are consequently moving through 
production lines fast and in large quantities. 

On the basis of orders on the books for men’s footwear, 
the spring forecast shows up several definite trends. The 
proportion of staple types is moving down as higher 
styled patterns continue to move up. Tops will not be quite 
as low as in past seasons. The three-eyelet predominates 
over two-eyelet patterns by a large margin. This new 
“semi-low” top increases the number of eyelets, which in 
some Cases is running to four. 

In men’s colors, black shows continued acceptance, as 
reflected by retailers’ orders. Yellowed browns appear to 
be running ahead of the reddish browns. In sueded 
leathers, there is renewed interest in green——olive, that 
is, or close to it. 

Orders received show that plugs will be strong all 
through the spring selling season. Three plug materials 
lead: shantung, nylon and nylon mesh. A men’s stylist 
for one manufacturer reports that by fall plugs may be 
of grained leathers, heavier in texture and weight than 
previously used in this moc-vamp type of shoe. 

For young boys, the vogue for black is showing up in 
Although 


the brown family, including dark and medium browns. is 


manufacturers’ orders for the season ahead. 


the big volume bracket in youths’ sizes, black will possibly 
account for one-fourth or more of boys’ Easter footwear. 
Slipon types, many of which are featured in black smooth 
leather, are expected to account for about one pair out 
of every five sold to young boys, early round-ups show. 
Bluchers will continue as boys’ primary pattern favorite. 
Both shantung and mesh will show up in plugs on moc 
vamp patterns. 


Los Angeles 


Mant FACTURING continues at a good pace and those 
houses not at present in full capacity production feel they 
will join the charmed circle shortly. Some hold-backs 
have developed in procurement. Certain materials have 
been on the slow-delivery list and are immediately reflected 
in production totals. 

Order placing for spring has been, on the whole, pretty 
good. There is a trend for retailers to keep strong open- 
to-buy positions. Some of them, discouraged at trying to 
outguess public taste, have ordered enough to stay in 
business but still keep plenty of open space on the 
shelves for the winners as they appear. Another proof 
of this trend on the part of retailers is the continuing 
growth in importance of in-stock houses. Even lines that 
offer strictly high price, high fashion styles feel they may 
have to offer some such type of service. 

The position of casual manufacturers is very strong 
Our winter tourist season is in full swing and practically 
every one of them can be relied on to purchase several 
pairs of such shoes to take “back home” as a memento 
of the trip. California is admittedly a leader in casual 
fashions and perhaps they feel it’s the most typical pur- 
chase they could make. Shops located in traditional resort 
areas such as Palm Springs and Las Vegas are doing a 
land office business and sending in a steady stream of re 
orders. 

Some manufacturers report a slight resistance is being 
felt to the extremely high, slim taper heel fashions. Not 
comfort but breakage is being given as the reason. It 
doesn’t happen often but even once is too much. When it 
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Manufacturing and Markets 


CONTINUED FROM PRECEDING PAGE } 


happens to a woman, she tells all her friends and every 
woman she knows gets the idea firmly planted in her 
mind that stiletto heels always break. Unless improved 
engineering is done quickly, this may spell the death of 
the fashion, especially in the medium and low end. 

Very little concern is being expressed over pricing 
policies. Manufacturers fee] that the lack of customer 
1epercussion on current rises proves that they expect to 
pay more for things, due to the expanding economy. 
Everything is higher every time they make a purchase and 
they feel it natural that shoes should reflect the trend. 
Rises have been modest, in comparison with other fields, 
and future rises will not be monumental. Coupled with 
the full employment of the area, plus new wage gains due 
with re-negotiated contracts, little apprehension is felt 
about pricing away the market. 


Trade Trends 
CONTINUED FROM PAGE 66 


personal store-customer relations; more personalized atten- 
(( tion to fitting; local reputation. In short, services which the 


\ ped A WD DD PD Ye ) 
bl ~/] V rush-rush of the volume and larger establishments often 


( can’t or don’t offer. However, these services must be sold 
or promoted by the smaller store as a competitive asset in 
the battle ahead. 
Sum it up: Don’t be misled by talk of 1957 being a “big” 
Sir Launcelot (ye year for business. Yes, itll be big in terms of consumer 
suyer of Shoe Store incomes, production, retail sales, employment, ete. But it'll 
Furnishings), ‘staunch ( ' also be big in operating costs, debts, price-consciousness 
A and intensive competition. Volume and profits aren’t sy- 
P nonymous. And survival depends upon profits. Smaller re- 


tailers had better keep close watch on the multiplicity and 


“Forsooth,”’ quothes 


Royal design reduceth | 
throne overhead for 


ye Kings and Queens mounting pressures which will give them a hard run in 
who enter ye realm. 1957. 


mM: ¢ 'e) 


“Royal beauty doth i S0k ten Geane @ 
ode rm Chairs in . ; jes se fs 
delight ye eye, Royal comfort ow oon Creme Padded While shoes business has its eye on such rising threats 
Sag. . : backs, Flex-spring seats. | as » disc ses ¢ superm: ts, i 1 ep its 
soothethe Knights and t adlies-in- | as the discount houses and superm irkets, it should keep i 


, ; other eye on mail order shoe business. Today, an estimated 
Waiting. Methinks naught = five per cent of all retail shoe sales, or $185 millions, is 
matches these crowning achieve- | going to mail order shoe business. One mail order firm 
ments in service and satisfac dealing in shoes alone has an annual postage bill of well 
over $1 million. Mail order shoe business is definitely on 


tion.” rsd 
the rise. What’s perhaps even more significant, it’s chang- 


Yes, for store, office, stockroom W ; nigh 
Model 315 Step-Down Table ing character in some important ways. While retailers are 


for executive suite Or Cashier— Durable wood-grain, plain, ote ae : cients gee 
; i or linen-finish Royaloid top trying to make store shopping more convenient, the mal 
there are hundreds of well-built order houses are promoting the theme of bringing the 
Royal models from which to store even more conveniently to the customer. In 1950 
more than 85 per cent of all mail order business was in rura] 
areas, but today it’s only 65 per cent. This means more 
and more city or urban people buying from mail order. 
' Use of attractive catalogs by door-to-door sellers offers 
pon nowe: at-home customers a wide and convenient choice of styles, 
eta. FURNITURE Model 774 Shoe Stool. Satin- 7 ! 
“ ” colors. As to shoes, these sellers are in most cases qualified 


n . arene oe Padded seat | 
ee or well-trained fitters. They use modern fitting devices and 
7 . i ° 
eeevce PSCC o OEE ESE EEO E EEE EEES techniques ... and they know shoes. And very significantly: 
eimce 7 they average more multiple sales per visit than occurs in 


ROYAL METAL MANUFACTURING COMPANY shoe stores. Their sale starts with one member of the fam- 
175 N. Michigan Ave., Chicago 1, Ill., Dept, 23C ily, but may terminate with several others, including neigh- 


Please send me free folders on Royal Metal Furniture and complete in- ing » 
formation on Royal Decorator and Design Planning Service bors, buying shoes. 


select in colors that rival the 
rainbow. For ye regal look in 
business efficiency, mail ye cou- 


ndiidual The mail order business has continued to rise so steadily 





that many department stores (and some small stores, too) 
Company = are now mailing catalogs to customers or prospects for “at- 
Street home selection.” You can figure mail order shoe business 
to continue increasing in scope and volume... . and to com- 











City & State : =e hae : 
prise another rising competitive force for retail shoe 
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Recorder to Print Sales Training Series 


SEYMOUR HELFANT 


WITH the March 1 
SHOE RECORDER will inaugurate a 
series of articles on the training of 
retail shoe personnel and store man- 
agement. This informative series will 
run for many months and will embrace 
all phases of shoe fitting and shoe 
selling. 

The articles will be written by 
Seymour Helfant, Sales and Marketing 
Consultant. Mr. Helfant is Coordinator 
of Courses in Shoe Fitting and Shoe 


issue, BOOT AND 


Therapy at the City College of New 
York. He conducts courses in 
small store operation and management, 
marketing, fashion and 
merchandising at Brooklyn College. He 
has been guest lecturer at New York 
University and Lincoln Hospital New 
York City, and at the Podiatry Society 
of the State of New York. He has con 
ducted special courses with the 
personnel of several large New York 
City Department Stores. 

Dr. Marvin D. Steinberg will col- 
laborate with Mr. Helfant on all 
medical and technical information used 
in these articles on anatomy and 
orthopedics. Dr. Steinberg is a gradu- 
ate of Long Island University, College 
of Podiatry and is Science Editor, 
Journal of Podiatry, State of New 
York. He is attending Podiatrist, 
Jewish Memorial Hospital, New York 
City, Scientific Coordinator, Podiatry 
Society of the State of New York, and 
has been a guest lecturer in National, 
State and Local Societies at Temple 
University, Long Island University of 
Podiatry, Barnert Memorial Hospital 
and Jewish Memorial Hospital. He was 
N.A.C. Science Award Winner in 1956. 

Among the subjects which will be 
treated in this series of articles are 
the Anatomy of the Foot; Fitting 
Devices and How to Use Them; 
Leathers, How They Are Tanned and 
How to Identify Them; Suggestion 
Selling; Inventory Control; Handling 
Complaints and Adjustments; Handling 
Difficult Customers; Prescription Shoe 
Fitting and Corrective Alterations in 
Shoes. 


also 


accessories, 


shoe 





How to Lease 


(CONTINUED FROM PAGE 50) 


chant’s rent ratio suddenly exceeds his 
volume of sales to such an extent that 
he is no longer operating his shoe store 
with a sufficient margin of profit. 
These are only two of the myriads 
of pitfalls that lie concealed in the 
small, heavy black print and _ long- 
winded sentences of the legal lease. 
However, it is well worth examining 
each word with care and being very 
sure about what is inserted in the pro- 
vided-for open spaces, because almost 
anything can happen if you don’t. 
(1) You can put yourself in a posi- 
tion where you’re not only personally 
liable for the monies as stipulated in 
the document, but are unable to protect 
whatever other assets you have. This 
is the case when a lease is signed by 
an individual] instead of a corporation. 
You can avoid this, of course, by in- 
corporating before signing, and it’s a 
good idea to give this matter some 
thought. If you do decide to do this, 
make very sure that the wording 
throughout refers to “we” and not “I”. 
(2) You can have your lease 
breached by your landlord if you 
aren’t very careful about what is in- 
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serted on the dotted lines between the 
words in the standard form of lease 
that reads, “That the premises are to 
be occupied as a and 
for no other purpose whatsoever.” 
Your lessor may casually write in for 
you, “shoe store,” or “ladies’ foot 
wear,” which will sound adequate at 
the time but may cause you lots of 
trouble at a later date, should you de- 
cide to merchandise sundry other items, 
such as_ stockings, socks, children’s 
shoes, umbrellas, pocketbooks. For your 
landlord then has the legal! right to 
object if he has other property in the 
neighborhood that he wants to rent out 
to a store that will specialize in such 
goods—and can back up his objections 
successfully in court. 

(3) You may have to make your own 
alterations and do your own redecor- 
ating and rewiring if you are foolish 
enough, when signing a new lease, to 
trust the genial oral promises of the 
landlord or his agent in regard to such 
matters. True, he may sincerely mean 
what he says, but it’s just ordinary 
business horse sense to get all this 
down in writing. Even if there isn’t 
space on the lease for this purpose, 
don’t be deterred, since a letter from 
him which details exactly what will be 
done is equally binding. 


(4) The lessor can be within his 
legal rights to repossess any part of 
the property that he’s rented to you if 
it isn’t fully described and detailed on 
your document. This is why it is so 
very important to do so fully, instead 
of merely mentioning the and 
the number. Is there a loft or a base 
ment or parking lot that’s included 
with the rental of the itself? 
Make sure that all are mentioned, re 
gardless of whether such 
are part of the building itself, adjoin 
ing it, or in another locality altogether 
(5) There record of 
retail proprietors who were un- 
able to sell their stores at a tidy profit 
after the deal was practically closed, 
because the potential new owner sud 
denly realized that the lease didn’t 
have subletting privileges. Usually the 
standard form contains a paragraph 
that prohibits subleasing or assigning, 
but the careful prospective tenant can 
have this struck Even if 
the idea of selling your store is 
the very last thing on your mind right 
now, it’s a good idea to attempt to get 
the agree to draw an “X” 
through the paragraph, since, 
after all, you never know when you 
just might want to sublet a section of 
your shoe store yourself, and earn a 
neat extra income in thi 
ner, 
(6) 
clauses 


street 


store 


properties 


are cases on 


shoe 


ask to out. 


soe 


lessor to 


entire 


simple man 


Keep an eagle eye alerted for 
which blandly state that the 
tenant (you) agrees to “return and 
redeliver the the end of 
the year in good order condition 
reasonable and 
This fair, 
years fire 
occur premises 


premises at 
and 
tear excepted.” 
but over the 
floods do 
that 

should 


wear 
sound 
things like 
even on the 
plan to rent. If such 
happen, your bankroll receive a 
sizeable dent that could have 
avoided by merely adding one phrase, 
“Damage by fire and other unavoidable 
accidents also excepted.” 

(7) In 
properties aren’t as scarce as they are 
today, the tenant can also request his 
landlord to insert the date when the 
premises will be ready for occupancy, 
if the place which he will rent isn’t 
completed at the time that the lease 
is signed. Once this is done, if the 
landlord defaults, it is usual for the 
tenant to receive damages consisting 
of three times the specified rent per 
day. Now that properties are still, at 
this late date, at a post war premium, 
it isn’t easy to get such a clause in- 
serted, but it is certainly worth bear- 
ing in mind for the future. After all, 
such a stipulation is only fair, since it 
acts as a spur to the landlord and pre- 
vents you from losing business while 
waiting to move in. 

Of course the wisest thing to do be 
fore signing any lease is to consult 
your lawyer, but don’t make the mis- 
take of letting things go at that. He 
can only help you get what you want 
from your lease if you are fully aware 
of your own renting needs. To formu- 
late them clearly, take out your old 
[TURN TO PAGE 73, PLEASE] 
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and 
you 
a thing 
can 
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normal times, when business 
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LIGHT ON Foor- 
LONG ON 


here’s never been a TOUGHER SOLE 

than “SUPERSOLE” — nor one so LIGHT 
and FLEXIBLE under foot! 

“SUPERSOLE” sheds water and breathes 
as naturally as a pachyderm. All of its 
desirable characteristics are tanned right 
in for “life” as a result of our exclusive 
process. 

For a “three-ring” circus of shoe sales 
activity, sole YOURS with “SUPERSOLE” ! 


VIRGINIA OAK TANNERY 


SALES CORPORATION 
27 SPRUCE STREET NEW YORK, N. Y. 





Editorial Outlook 


CONTINUED FROM PAGE 17 


fields. Eventually we would be left with only the depart- 
ments no one else wants ..” He further suggests enlisting 
the aid of N.R.D.G.A.’s Controllers’ Congress and Retail 
Research Institute “to assist in a cost account study which 
will permit us to know what we must do to meet a discount 
operator on his own ground 

This is good advice for the shoe merchant too. He must 
watch his operating figures more closely than ever. He 
must not let the general enthusiasm of our peak prosperity 
distort his approach to the problem of markup. But most 
of all he must rededicate himself to the great principle 
“that shoe selling is service selling and must always remain 
so.’ He must believe it, practice it, and preach it con- 


stauntly to his staff and his customers 


March Weather Forecast 
[CONTINUED FROM PAGE 57 


Area II]: Southeast 

A wet trend is forecast for Virginia and North Carolina 
this March However, other sections of the Southeast, 
especially those stations bordering on the Gulf Coast, will 
be drier than usual. Temperatures should average slightly 
below normal along the Atlantic Seaboard and much below 


normal in the western half of Tennessee. 


Area IV: North Central 

Ixtremely cold conditions are expected in the North 
Central States and throughout the Prairie Provinces of 
Canada. Montana and most sections of the Dakotas will 
be relatively wet but Nebraska, Kansas and Missouri will 
average drier than usual. Dust damage in these dry areas 


will be even more severe than usual for this time of year. 


Area V: South Central 

No drought relief is in sight for the South Central States 
this March. Precipitation will rarely exceed 50 per cent 
of normal in vast areas of Texas, Oklahoma and western 
sections of Arkansas and Louisiana. The anticipated cold 
trend, to the north, will undoubtedly aggravate and _ in- 


crease duststorm damage in many parts of this region 


Area VI: Northwest 

Washington and most of British Columbia will be drier 
than usual in March while Idaho, Southern Oregon and 
Northern California should be wetter than normal. This 
precipitation forecast is in reverse of last year’s pattern, 
lemperatures will average three to five degrees colder than 


normal throughout the region 


Area VII: Southwest 

Last year, most of the Southwest recorded its driest 
March on record. The forecast for this March indicates 
that most locations will be extremely wet, averaging 150 
per cent, or more, of normal rainfall. Temperatures will 
be slightly above normal in New Mexico and Arizona, 
slightly below normal in Nevada and Southern California 


“Queen’s hair color” was a popular shade for French 
shoes in the 1770's, and referred to Marie-Antoinette’s 
lovely blonde tresses. Another fashion of the times, called 
“venez-y voir” or “come hither,” consisted of encrusting 
the back seam of the slipper with emerald stones. Such 
shoes had heels that were so high that a poet of the day 
commented on them by writing, 

“Mount on French Heels when you go to a ball 
Tis the fashion to totter and show you can fall.” 


Boot and Shoe Recorder 














DANIEL GELLER 


and shoes 


Lapy-Like shoes 


carry a woman right 


that 
through the day 


from morning to late afternoon, these 












Top-selling pump at 
indrew Geller, Neu 
York, this lady - like 
style for daylong wear 
in a combination of 
black matte calf quar- 


ter with black suede 
vamp on 23/8 heel. 





The Retailer Speaks... 


DANIEL GELLER, manager of the 
Andrew Geller shoe salon at 18 West 
57th Street in New York, served his 
apprenticeship in shoe retailing in 
one of the big department stores in 
this city. It but 
training” is his comment on this early 
Gradu 
ating from the University of North 
1940, he first 
this department store operation and 


then, in 1941, to the New York Geller 


was “tough 


good 
period of his business career 
Carolina in 


went into 


store, located then at Fifth Avenue 
and 45th Street. 

From 1941 to 1946 he served in the 
United States Army. When the new 


Andrew Geller store on Fifty-Seventh 
Street was opened in 1947 he 
the staff where, a few 
was made manager. 


Jone d 


years ago, he 


are an important part of a fashion shoe 
store’s stock, Daniel 
Geller. 

The shoe shown here illustrates this 
It has sold in all-over black, the 
vamp in suede and the quarter of black 
matte calf, extending the 


And it 


combinations this late winter 


according to 


type. 
into throat 


treatment. has sold in other 
season: 
in klectric Blue suede with black, 


with black. It 


right on selling for the Southern Re 


and 


taupe or gray will go 


sort season, in all-over vray or all 


over beige, with the additon of a fine 


medallion on the toe. 





Inside Shoe Business 


(CONTINUED FROM PAGE 49) 
merchant does a better selling - mer 
chandising job, along with a_ better 


It isn’t a matter of harder 
The Chinese coolie pulls a rick 


service job. 
work. 
shaw 14 hours a day for pennies, while 
a New York driver works eight 
hours and counts his earning in dollars. 

The difference? It’s in the tools, the 


cab 


vehicles—the modern versus the old. 
As to shoe stores, all use the same 
basic tools; only one merchant makes 


better and more profitable use of them. 
In examining almost 
story it’s rare to find any new basic 
ingredient. It’s just that the same in 
gredients have been put to better use. 

The fact that some areas fewer 
pairs of shoes and earn fewer sales 
dollars should concern the entire in- 
dustry, and the manufacturer indi 
vidually—and above all, the retailers 


any “success” 


= 
Sel) 
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individually. There are 10 state 


per capita shoe consumption below 
three pairs; there are 21 states below 
the national average of 3.5 pair 

There are only seven states with per 


capita of four 
there are 20 
3.5 and four pairs. 

This American 
ly needs a 


more And 


averaging 


pairs or 
states hetween 
shoe market obviou 
closer analysis. It’s rife 
with soft spots, and over-all it consist 
of many shades and hues. It’s all right 
to talk in but 
payoff in acting on specifi 
should be to strengthen the weak spot 


there’s more 


The target 


“averages” 


to bring them closer to center. This is 
a three-pronged job: for the industry 
as a whole; for the manufacturer con 
cerned with building his own market 


and for the retailer in building his local 
market. 

We’re entering a rapidly e 
era where streamlined 
vital to the manufacturer, and 
lined for the 


xpanding 
marketing 
tream 


merchandising retailer 


And 


intensifying trend are 


those who fail this 


cut 
down by the ever-sharpening blade of 


to adapt to 
sure to be 


competition. 
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Spring Cannot Wait 
for Easter 


(CONTINUED FROM PAGE 43) 


probably a high style idea 


promotion 


Pale, pale beige call it Oatmeal or 
Cocoon or what vou will l the other 
pale color which has a very good fu 
ture. Here again, it is a smart com 
bination with a darker shade, a deeper 
beige or possibly black patent leather 
Textured leather in the pale and 
medium beiges are much favored 

And, in thinking of ready-to-wear 
color remember that the mauve-to 
purple family is expected to be a grow 
ing trend. This ts another pot for 
navy blue and black patent leather 
more popular, we feel certain, than a 
hoe to match the costume 

In silhouettes, lasts and heels, as in 


leathers and fabrics, the feeling 


for lady-like, 


with the equally 


1 
colors, 


elegant and pretty 


feminine 


hoe to yo 


clothes and coordinated accessorie 


Spacious Luxury With a 
Shoe Store Atmosphere 


(CONTINUED FROM PAGE 45) 


here for 


ine and discu 


the entire taff to view a 


current trend Th 


area also erve a Aa place for taff 
meetings and informal get-to-gethe 
There is an adjacent lavatory Addi 
tional tock room j aiso provided 
The front of the store make ise fa 
cantilevered canopy over the dewa 
This canopy is continuous from about 
the middle of the sidewal acro t 
outer lobby through tne how 
dow and nto the tore vnere { 
terminates in the covered plante it 
the ceiling in the front of the store 
The tore front ha been arranged 
TURN TO FOLLOYV Pat PLEASE] 
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AS ADVERTISED 
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GOOD SHOES 


at rock-bottom prices 


MEN ... BOYS 


sure go for ) 
Py 
7 


7779901 
Black 
SHU-LOK 
One of our 
140 winners 
FOOT KING prices range 
from $6 95 to $10.95 


Nationally famous Foot King shoes for men 
and boys in 140 different styles are tops in 
style and carefully built for long hard wear 
Fine leather, Nylon thread stitched, linings 
treated to resist decay, Goodyear Welt con 
struction. Foot Kings outsell others because 
of thew sharp styling and real value! Hank 
Bauer, New York Yankee star says, ‘Foot Kings 
are a hit with me! 


Foot King REG-E-STURD shoes for boys — 
soles guaranteed: 4 months wear or a 
free new pair! 


Foot King Shoes, Dept. 21, Palmyra, Pa. 
FOOT KINGS make your feet feel good! 
Try a pair —NOW 


at such an angle that the sun never 
strikes the merchandise in the win- 
dows. There are 600 feet of space for 
The windows and entrance 
provide a clear view into the interior. 

The floor of the outer lobby and the 
inside area about the wrapping coun- 
ter is terrazzo, 

The store is owned by Clair Tibbitts 
and Robert Ford who have been part- 
ners in the Ford Shoe Store for ten 
former location. The 
architect was R. F. Eckman, associated 
with Norman Hattman Company of 
Cedar Rapids. The interior decorator 
was W. D. MacKensie, also of Cedar 
Rapids. 


The Eloquence 
of Sound 


(CONTINUED FROM PAGE 53) 


ting odds and—with the aid of a phono- 
graph—even letting the crowd hear a 


few bars of the “Stars and Stripes 
Forever.” The announcer gave an im- 
aginery account of the short race at 
the end of which the company’s pres- 
ident actually stepped forward at the 
meeting and handed a small prize to 
the imaginary winner. 








the audience 











HOW’S YOUR 
SHOWMANSHIP? 


Our autographed copy of SHOW- 
MANSHIP IN BUSINESS will be 
given for the best example of 
showmanship sent in by a reader 
of Boor & SuHor Recorper. Tell 
us of something you've seen that 
has helped add that extra touch of 
dramatic interest. 


SHOWMANSHIP 
YARDSTICK 


Send a self-addressed, stamped 
envelope for your free copy of The 
Showmanship Yardstick—a 12 
point check list of the elements 
that make a good show. 





Another stunt for sales meetings is 


| the imaginary “Voice of Experience,” 


who discusses the selling problems of 
and reveals all the an- 
swers. Harry Alexander used to en- 
liven the sales meetings of the Ameri- 
can Type Founders with a “March of 
Time” type of presentation. Little 
radio skits dramatized the profit pos- 
sibilities of each item and concluded 
with a stirring musical background, 
“A. T. F. Marches On!” 


Window Displays 


There are big possibilities for sound 
in window displays. If we use synthetic 
cotton for Santa Claus snow, why not 
a little realistic jingle bells? Or, if we 
use brides in white to sell trousseaux, 


why not a few bars of Lohengrin to 
help along? I can’t imagine anything 
worse than a street with all store 
windows wired for sound, but until 
that time comes, some stores can make 
discreet use of it very profitably. The 
same applies for interior displays. 

Don’t vote “no” on this too vehe- 
mently. Wait ’til you have counted ten. 
temember that despite all their modern 
brightlight marquees and passionate 
lithographs, motion-picture houses 
still find they can pull in more people 
out of a passing crowd with a six-foot 
husky in uniform repeating nothing 
more spectacular than “The show is 
just starting.” Oldtimers will recog- 
nize this—a Broadway adaptation of 
the old Seventh Avenue “puller-in.” 

A Buster Brown brochure mentions 
several promotional ideas that “play 
by ear.” One is the use of the telephone 
as a promotional device for slack 
times. No point in having your sales 
force sit around idle during the slow 
hours. Have them call a dozen mothers 
every day, using your direct mail file 
for the purpose. Customers are almost 
invariably flattered to receive a pleas- 
ant call, and it keeps them reminded 
of your store. Telephone selling has 
wonderful possibilities. If you are 
interested, get a copy of “How To Sell 
By Telephone” by Ear] Prevette. 


The Sweetest Sound 


Of course, the sweetest sound of 
all is one’s own voice. To stimulate 
business, you might announce in ads 
that all children buying shoes during 
a certain period would get free re- 
cordings of their voices. This could 
be done at your store, or at a local 
appliance or music shop. Special labels 
could be printed carrying advertising 
for your store and brand. 

Finally, there’s the real brass band 
that touches off the grand opening 
(as Frederick & Nelson did it in Se- 
attle with war dances to the beating 
of the tom-tom drums when they 
opened a new department for Indian 
moccasins). It’s not as expensive as 
you think. Sometimes a local school 
can cooperate. And when that fails, 
there’s always the old reliable phono- 
graph record over the rented P. A. 
system. 

What salesman worthy of his name 
would write to a prospect in preference 
to talking with him? So at the risk 
of spiking my own written story—lI 
will say watch out for sound. And the 
next time that you want to make love 
to somebody’s pocketbook, don’t forget 
to keep an eye on his ear. 


Four Stores Sign Leases 
In Texas Shopping Center 
DALLAS, TEX. — The Thom McAn, 
Berland and Hardy shoe companies 
have taken leases in the new Lochwood 
Village Shopping Center, now being 
constructed at Garland road and 
Jupiter street, here. A lease has been 
signed also for an Allen’s Shoe Store 
in the same center. 
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Sees Changing Trends in Leather Styling 





New Tannages, New Surface Treatments, New Ideas Are Urged 
by LIA Fashion Director at Tanners’ 


MILWAUKEE, WIs.— Sixth Annual 
Symposium on Tanning, sponsored by 
the Tanners’ Production Club of Wis- 
consin, drew an attendance of 450 
people from all over the Midwest and 
Canada, on Saturday, January 12, at 
the Plankinton House, Milwaukee. 
Symposium committee chairman Alex 
Kahn, Gutmann and Company, Inc., 
Chicago, hailed the strong turn-out as 
a tribute to the importance of the an- 
nual gatherings, since heavy snows and 
icy road conditions failed to hold down 
attendance. 

Miss Billie Gould, fashion director of 
the Leather Industries of America, 
opened the morning session with a dis- 
cussion of styling. 


Should Accelerate Obsolescence 


Fashion as an economic force in the 
tanning industry, designed to “acceler- 
ate obsolescence and broaden the qual- 
ity market,” was the theme of her ad- 
dress. Miss Gould described how LIA 
projects are creating fashion obsoles- 
cence and quality consciousness in the 
mind of the consumer and more profit- 
able sales for the tanning industry. 

“Fashion,” said Miss Gould, “is a 
hard-boiled business. There is one word 
that has infiltrated not only the soft 
goods and ready-to-wear business, but 
into the very heart of top industry 
from U. S. Steel and General Motors to 
Ronson lighters—and that is obsoles- 
cence.” 

“Fashion is the hard-top, two-tone 
convertible,” Miss Gould continued. 
“It’s the television set that has its 
dials on the top, the horizontal eye- 
level refrigerator, and the rainbow col- 
ors in kitchen appliances. It is love for 
fine textures and surface treatments, 
be they in marble, cashmere, woods, or 
leather.” 

Miss Gould emphasized that even the 
very best leather has to consistently be 
changed. “New tannages, new surface 
treatments, new ideas—this is what 
keeps the wheels of fashion turning,” 
she declared. 

“It is your job,” she told the tanners, 
“to keep creating these new leathers, 
and ours at LIA to promote them 
through the various channels of com- 
munication and at the point of sale.” 

She cited as an outstanding example 
of how LIA promotions have created 
obsolescence the campaign which pro- 
duced the Shoe Sheath in Leather for 
the spring of 1957. The idea originated, 
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Meeting in Milwaukee 
she said, two years ago in LIA’s fash- 
ion department. European couture shoe 
designers were asked to interpret it. 
Top American magazine and news- 
paper fashion editors saw their designs 
in the LIA offices and featured them. 
American shoe designers saw them at 
the Leather Show and drew inspira- 
tion from them. The result, Miss Gould 
said, is that the Closed Shoe Sheath ‘‘is 
Number One, Two and Three on the 
shoe fashion hit parade.” 

Among the scores of other LIA proj- 
ects which have made marketing his- 
tory, Miss Gould pointed to the promo- 
tion, “Leather Is A Family Affair.” 
More than 678 stores throughout the 
country took part in this promotion, 
she said, which provided a vehicle for 
correlated selling in almost every de- 
partment from handbags and belts, to 
small leather goods and _ stationery, 
shoes, garments and home furnishings. 

Similar success was achieved by na- 
tion-wide campaigns on “Airplane 
Leather,” “Designer’s Leather” and 
other LIA themes. Tropical Leather, 
Miss Gould stated, created a new con- 
cept of summer footwear for men, 
which has been taken up enthusiasti 
cally by leading shoe manufacturers. 

Campaigns were first pegged to ad- 
vertisements in national magazines 
some of them multi-page spectaculars 
in which manufacturers took pages 
with LIA. Around these advertise- 
ments then was developed a broad na- 
tional promotional program involving 
all the media of communication from 
newspapers to wire services, Sunday 
supplements, magazines in the mass 
[TURN TO PAGE 86, PLEASE] 





Manhole Covers, Anyone? 
Heel Wary Miami Has 500 


MIAMI—Women are nothing but a 
bunch of heels. Or, at least, such might 
be the viewpoint of Arthur Darlow. And 
he's got 500 manhole covers to prove 
his point. 

Mr. Darlow is director of Miami's 
engineering department. He is junking 
500 covers to eliminate holes one inch 
in diameter. The holes on the new 
covers will be % of an inch. The action 
followed a lawsuit by a woman who 
claimed she suffered a fall from having 
caught her heel in one of the larger 
holes. 

The cost of Mr. Dariow's gallantry: 
$12,500, 





Uses Electronic Secretary 
To Build Good Will 


LINCOLN, ILL.—~Al W. Schoen, pro- 
prietor of Schoen’s Shoe Store for 22 
years, offers an unusual service to bas- 
ketball fans in his home town. 

He an electronic secretary 
(telephone device) to give out the score 
of Lincoln High School cage games 
at home and away. Mr. Schoen goes to 
the trouble of preparing a tape as soon 
as he gets the score after each game. 


uses 


Al W. Schoen, Lincoln, Ill., shoe retailer, 
makes a tape recording for his elec- 
tronic secretary which gives basketball 
scores to telephone inquirers—a service 
appreciated by local fans. 


The tape feeds into the electronic sec- 
retary which is able to handle one 
telephone call every 10 seconds. 

Now serving his 12th year as a 
school board director, Mr. Schoen in- 
forms the public of the score-report- 
ing service through newspaper adver- 
tising. He is active in the Chamber of 
Commerce and its Retail Council and 
served for 9 years as Sunday School 
superintendent of Zion Lutheran 
Church. His daughter, Arlene, attends 
the University of Illinois, and works in 
the shoe store during vacations. 


New Chandler’s Salon Opened 
In Miami Beach 


MIAMI BEACH, FLA. - 
Shoes Salons, Inc., has 
chain into the Miami area and has 
opened a second outlet in Florida on 
Lincoln Road. The new salon, which 
executives of the company say is the 
largest exclusive shoe store in Florida, 
features typical Florida The 
exterior combines pink and 
imported precast Venetian with 
black granite. 


Chandler’s 
extended its 


design. 
zolotone 
tile 


Robert Harper, regional manager for 
Chandler’s, says this new salon is the 
last word in smart decor. There are 61 
Chandler’s salons scattered in most 
principal cities across the country from 
Beverly Hills to Long Island, but this 
is the first venture into southeast 
Florida. 





Rough Redwood Used in Store Showcases 


Fluorescent lighted shadow boxes display samples on both sides and rear, of the 
Phipps store in Champaign, lil. Planters are used to separate the departments. 


CHAMPAIGN, ILL. 
brated it 


when Phipps cele 
here, the 

and most 
North Main 
formerly ensters. 

This is the third Phipps store. 
G. Phipps, for 
Shoe Co., opened his first 
Mattoon, Ill, in 1936, and hi 
in 1945 in Charleston, Ill. However, in 
1938 he leased the shoe department in 
Young’s department store in Mattoon 
and still operates it. His brother John 
joined him in 1945, after four years of 
in the South Pacific, and 
the Mattoon 
are graduate of the 
Illinois. 

The 
modern 
tioning, 


firm re 
modern 
Street, 


opening 
largest 
114 


occupied by 


vealed it 
shoe store at 
Clem 
Wohl 


store in 


many years with 


second 


ervice now 
Both men 


University of 


manapes store. 


and 
condi 


Champaign store is new 
throughout, 


fluorescent 


with air 
lighting and an 
interesting decor. 

20-foot floor 
space, it has a structural green glass 
bulkhead front with the 
double neon block letters, a glass 
flanked by show windows 
and an black link 
vestibule, name 


Occupying an &) by 


name in 
door 
open-back 
rubber 
the 


ornamental 
the 
Phipps in green. 

of open shelves expertly made 
oak line both walls, 
lighted shadow boxes 
purposes on both sides and 
are of 


mat in with 

Tiers 
of apricot color 
with fluorescent 
for display 
Show 
The 


rear cases rough red 


wood drop ceiling is charcoal 


brown 
Planter men’s 
attractive 


the women’s, 
department 


divide 
and children’ 
ly, with 12 
An acce 


chairs in each department. 
ory bar stocks matching bag 
as well as hosiery. 

These well-known lines 
Air Step, Joyce and American Gir] fo: 
Rand and Rand-Craft for 
the colorful children’s 
department carries Poll Parrots and 
Little Yankees. 


are featured 


women... 


men and 
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Phipps makes a practice of 
enlisting his personne] while they are 
still in high school, on a part time 
basis, and trains thoroughly. 
John Balsover is manager of the 
Champaign store, having previously 
been with the Mattoon store for eight 


years. 


Clem 


them 


“Easy Pickings”’ Display 
Helps Sell Left-Overs 


PHOENIX, ArIz.—Here is a_ simple 
idea for accelerating sales of tag ends 
in the children’s shoe inventory which 
has paid dividends for Joe Greenberg, 
owner of the Jack and Jill Shoe Store, 
on Seventh Avenue here. 

Mr. Greenberg, who learned shoe re- 
tailing in before moving to 
Arizona two ago, displays a 
mall table with leftovers from the in- 
ventory against the rear wall of the 
month. Over the display 
which is lettered, “Easy 


sSoston 


years 


tore once a 
j a sign 
Pickings.” 
About 19 out of 20 who 
bring their children in 
ting read the sign and 
means, which, of gives Mr. 
Greenberg an excellent opportunity to 
point out that all of the shoes shown 
on the table-top are sharply marked 
for clearance, whereas if they 
were shown merely with price cards, 
customers would pay far less attention. 
The Jack and Jill Shoe Store 
humor in attracting attention to its 
Seventh Avenue location, sending out 
birthday cards to all youngsters once 
fitted in the and following up 
with a cartoon card, two months after 
every sale with an expression of appre- 
ciation and an invitation to the mother 


parents 
for a shoe fit 
ask what it 


course, 


down 


uses 


store 


to bring her children in again for late) 


itting 





Dates to Remember 


Summer Shoe Show, Pennsylvania Shoe 
Travelers’ Association, Hotel Penn- 
Sheraton, Pittsburgh Feb. 

Summer Shoe Market, Mid-West Shoe 
Travelers Association, Morrison Hotel, 
Chicago Feb. 

1957 Factory Management Conference, 
National Shoe Manufacturers Asso- 
ciation, Netherland Hilton, Cincin- 
nati Feb. 16-19 

Allied Shoe Products and Style Exhibit, 
Belmont-Plaza Hotel, New York Feb. 24-27 

Membership Breakfast, National Shoe 
Manufacturers Association, Waldorf- 
Astoria, New York Feb. 26 

Leather Show, Tanners’ Council of 
America, Waldorf-Astoria Hotel, New 
York Feb. 26-27 

Advance Fail Shoe Market Week, New 
England Shoe and Leather Associa- 
tion, Hotels Statler and Touraine, 
Boston March 31-Apr. 4 

St. Louis Shoe Show, St. Louis Shoe 
Manufacturers Association, Lennox, 
Statler, Sheraton-Jefferson, Coronado 
ond Park Plaza Hotels, St. Louis 

April 27-30 

Fall Shoe Show, Northwest Shoe Travel- 
ers Association, Hotel St. Paul, St. 

Paul April 27-30 

Fall Shoe Show. lowa Shoe Travelers 
Association, Hotel Fort Des Moines, 

Des Moines May 5-6 

Fall Shoe Fair, Ohio Shoe Travelers 
Club, Deshler-Hilton Hotel, Columubs 

May 5-7 

Fall Shoe Fair, Southwestern Shoe Trav- 
elers Association, Adolphus, Boker, 
Statler Hilton and Southland Hotels, 
Dallas, Tex. May 5-8 

Popular Price Shoe Show of America, 
Hotels New Yorker and Sheraton- 
McAlpin, New York May 5-9 

Market Week, Boot and Shoe Travelers 
Association of New York, Marbridae 
Building, McAlpin and Vanderbilt 
Hotels, New York May 5-9 

Fall Shoe Show, Indiana Shoe Travelers 
Association, Severin Hotel, Indianap 
olis May 12-14 

Council of 

Bermuda 

May 13-15 

Mid-West Shoe Trav- 

Association, Morrison Hotel, 
Chicago May 19-22 

Fall Shoe Show, Mountain States Shoe 
Travelers’ Association, Albany Hotel 
Denver, Colo. June 24 

Baltimore Shoe Show, Baltimore Shoe 
Club and Associated Shoe Travelers, 

Lord Baltmore Hotel, Baltimore July 7-10 

Merchandising Clinic, National Shoe 
Manufacturers Association, Waldorf- 
Astoria, New York Aug. 5 

Membership Breakfast, National Shoe 
Manufacturers Association, Waldorf- 
Astoria. New York Aug. 6 

Midwest Shoe Market, Mid-West Shoe 
Travelers Association, Morrison Hotel, 
Chicago Aug. I1-14 

National Shoe Fair, National Shoe 
Manufacturers Association and Na- 
tional Retailers Association, Chicago 

Oct. 27-31 

Northwest Shoe 

Hotel St. Paul, 


10-12 


10-13 


Meeting, Tanners’ 
Princes Hotel, 


Spring 


America, 


Fall Shoe Market 


elers 


Spring Shoe Show, 
Travelers Association 
St. Paul Nov. 2-5 

Spring Shoe Fair. Ohio Shoe Travelers 
Club, Deshler-Hilton Hotel, Columbus 

Nov. 9-12 
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Dr. Crissy to Address Management Conference 


New York — The featured speaker 
at the Factory Management Confer- 
ence banquet on Sunday, February 17, 
in Cincinnati, will be Dr. William J. E. 
Crissy, president of Personnel Develop- 
ment, Inc., nationally known marketing 
and sales consulting and _ personnel 
training firm. The Conference, the 
annual technological convention spon- 
sored by the National Shoe Manu- 
facturers Association, is scheduled to 
be held February 16-19. 

Dr. Crissy’s topic, 
ficient?” is expected to hold intent 
interest for the 2,500 shoe factory 
technicians attending the Conference. 
Dr. Crissy will show how distinctly 
different efficiency techniques must be 
applied to machines and individuals 
for best performance. He will discuss 
differences in types of production 
work, and how these different work 
areas can be made most productive. 
Modern management methods or mana- 
gerial efficiency will also be an 
important portion of the talk, with 
particular application to shoe industry 
management. 


“Who Is Ef- 


Foreign Visitors to Attend 

Dr. Crissy, a powerful speaker who 
has addressed industrial, business, 
sales and other management groups 
all over the country, is a professor of 
sales and advertising psychology at 
Queens College and Fordham Univer- 
sity, a Fellow of the American 
Psychological Association, and member 
of the Sales Executives Club. He is a 
frequent contributor to professional 
and management journals, having 
written over 35 articles dealing with 
management and personnel training 
methods. 

The forthcoming Conference will 
play host to the largest delegation of 
foreign shoe industry representatives 
ever to attend this meeting since its 
start seven years ago. Some of the 
countries that will be represented are 
England, France, Canada, Switzer- 
land, Germany, Sweden, Italy, several 
South American nations including 
Argentina and Brazil, Denmark and 
South Africa. A number of other 
countries have expressed interest in 
having some of their shoe industry 
technologists attend the meeting. One 
inquiry has been received from an 
Iron Curtain nation (Czechoslovakia), 
though no formal reservations have yet 
been applied for. 

A statement issued by the Factory 
Management Conference Committee 
said, “The Conference has now become 
the Pirmasens show of the Western 
Hemisphere.” (Note: The leading shoe 
technology convention in Europe is 
held annually at Pirmasens, Germany, 
and attracts shoemen from all over the 
Continent.) 

The statement continued: “One of 
the principal attractions for the in- 
creasing number of foreign shoe 
technicians is the American genius for 
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mass shoe production techniques. The 
methods used to achieve this stupen- 
dous output of footwear in such great 
variety and high quality standards at 
low prices, continues to hold most 
foreign shoemen in awe. U. S. shoe 
production of nearly 600 million pairs 
is greater than that of all European 
countries combined. The U. S. makes 
and consumes over 40 per cent of the 
entire world’s output of leather foot- 
wear.” 
The 
methods 


machinery and 
this mass output 


products, 
making 


playmate... 
a big volume 
builder any time 


sandy... 
classic 
open-toe 


committee, are at 
tracting increasing international at 
tention. Scores of these new develop 
ments are introduced at the Conference 
annually. It is estimated that at least 
100 shoe industry representatives from 
foreign countries will attend the 1957 
Factory Management Conference. 


possible, said the 


Store in New Home 


MINONK, ILL.—The Leslie Shoe 
Store, in the Sutton Building on Oak 
Street for eight years, has moved to 
remodeled quarters formerly used by a 


grocery. Paul O’Neal is the manager. 


plan for it now! 


buddy... 
airy strip 
sandal 


New York 628 Marbridge Building 
Dallas . 6-133 C Merchandise Mart 


Seattle 222 Terminal Sales Building 


For fast selling, feature these 
favorite Trimfoot sandals. 


Sizes 3 to 12 to retail from $2.98 
Sizes 12'A to 3 to retail from $3.98 


Send for Trimfoot Catalog 
for Spring-Summer 1957, the most 
comprehensive shoe catalog 


in the infants’ toddler and children’s field 


COMPANY 


Trimfoot Terrace « Farmington, Mo 
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Financial News 





Iselin Reports Volume 
Close to Half Billion 


New Yor«K The value of goods 
factored by William Iselin & Co., Ine. 
in 1956 amounted to nearly half a 

dollars, it was announced here 
by Morton Goodspeed, president. 

“The largest and oldest of 
country’s old-line factors topped its 
1955 approximately 4 per 
cent,” said Mr. Goodspeed, who believes 


billion 
the 
gross by 
that business conditions generally have 


had with the wide favor 
that factoring has found and is finding 


much to do 


EVERY MAN deserves a 


fd 
Moy 


... because every man should 
experience this rare comfort. 
The unique combination of 
fine-shoe features in 
Allen-Edmonds is 
reflected in the comfort 
you enjoy from the 
first step! Nailess 
construction, 
all-round stitching, 
supple leathers cut 
with the grain... all 


contribute to unsurpassed wearing qualities. 


comfort you deserve 


Lye 


today. 

“Competition in business continues 
to grow,” said Mr. Goodspeed, “and as 
competition grows so do demands for 
longer credit terms, seasonal datings 
and other inducements to promote 
sales. All of these elements mean 
greater financial requirements on the 
part of manufacturers. As money 
needs the high degree of 
flexibility inherent in the 
factoring operation becomes more de 


increase, 


financia! 


sirable than ever, especially in indus 


tries that encounter seasonal prob- 
lems.” 





CORONADO 
Black or Tan 
Raffia Weave 
Nylon and 
Borhide 


Get the 


-in Allen-Edmonds! Most styles 


$26.95 ...see your dealer or order direct. 


ALLEN-EOMONDS, BELGIUM, WISCONSIN 
The Shoe of Tomorrow 


they roll. 


Every 


Edmonds advertisements beckons to comfort and style-conscious cus 
and sell them 
of Ruarante ¢ d < omfort! 


tomer You can tell them 


Kdmonds story 


ESQUIRE, March 
SPORTS ILLUSTRATED, March 4 


Ever Notice How Many Leather 


x % & 


to follow your foot in action! 


dealer deserves bigger sales when the new series of Allen 
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H. C. Godman Co. Reports 
Gain in Net Income 

CoLuMBus, O.—Total 
come of The H. C. 
and subsidiaries for the fiscal year 
ended December 1, 1956, as given in 
the annual report of J. C. Moore, God- 
man president, was $222,533.79. After 
deducting depreciation and amortiza- 
tion and after federal income taxes, 
net income was $154,285.88. This com- 
pares more than favorably with the net 
income of $144,310.67 earned during 
the fiscal year ended December 3, 1955. 

Earnings on common stock in 1956, 
Mr. Moore reports, after provision for 
the regular dividend rate of 6 per cent 
on the preferred stock, were 55 cents 
per share. In 1955, this figure was 48 
cents per share. 

Earnings retained in the business at 
the end of fiscal 1956 totaled $1,011,- 
229.37. Total assets of the company 
were $4,777,593.19. 


operating in- 
Godman Company 


Regular Dividend Declared 
By Brown Shoe Co. 


St. Louris — Brown Shoe Company 
has declared the regular March 1 
quarterly dividend of 55 cents a com- 
mon share, payable to stockholders of 
record February 15, 1957. 


Kinney Sales Up 8 Per Cent 

New York—G. R. Kinney Corpora- 
tion has reported retail store sales 
of $6,647,000 during December 1956, 
an increase of 8.7 per cent over those 
in the same month of 1955. Total sales 
for the year were even farther ahead— 
$52,203,000 in 1956 as compared with 
$47,433,000 in 1955, a 1956 gain of 
10.1 per cent. At the end of December, 
1956, there were 364 stores in opera- 
tion, 12 more than at the same time in 
1955. 


Shoe Corporation Reports 
Record 1956 Sales 


CoLuMBUSs, OHI0O—The Shoe Corpo- 
ration of America has reported that re- 
tail sales for the calendar year of 1956 
set new records. Volume for the 52- 
week period ended December 29 totaled 
$77,557,255, a gain of 9.53 per cent over 
the $70,806,354 volume in the preceding 
year. 

Sales during December were $8,625,- 

in 1956 and $7,663,691 in 
2.55 per cent gain. 

Forty retail units were added to the 

company’s chain during the year. 


1955, a 


Beck Shoes Show Gain 

New York—A. S. Beck Shoe Corpo- 
ration and its retail subsidiaries report 
that December 1956 sales totaled $6,- 
789,592, an increase of 8 per cent over 
the same month in 1955. Sales for the 
entire year of 1956 were $50,102,655, 
an increase over 1955 of 4.3 per cent. 
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Edison December Sales 
Reach New High 


St. Lours—Edison Brothers Stores, 
Inc., consolidated net sales for Decem- 
ber reached a record high for one 
month of $11,679,537. This compares 
with $10,496,851 for December 1955, 
an increase of $1,182,686 or 11.27 per 
cent. 

A record was also established for 
the year with sales amounting to 
$91,148,147 as compared with $87,204,- 
080 for the year 1955. This is an in- 
crease of $3,944,067 or 4.52 per cent. 

The company now operates 297 
stores as compared with 267 a year 
ago. Most of the new stores were 
opened during the last quarter of the 
year. 


Goodyear Dividend Authorized 


AKRON, O. A regular quarterly 
dividend of 60 cents per share on the 
common stock was authorized by the 
board of directors of The Goodyear 
Tire & Rubber Co., payable March 15, 
1957 to stockholders of _ record, 
February 15, 1957. 


Record Gross Shoe Sales 
Reported by Wolverine 


RockFrorp, Micn.—A 15 per cent 
increase in sales volume in 1956 has 
given the Wolverine Shoe and Tanning 
Corporation of Rockford its highest 
gross shoe sales in its fifty-four years 
of business. 

This fact was reported by A. K. 
Krause, president, in a_ statement 
explaining changes in the sales 
organization set-up of the company. 

According to Mr. Krause, the search 
for ways to combat the rising costs 
that eat away the profits of both the 
company and dealers led to the setting 
up of sales tests in representative 
territories during 1956. Extensive 
study was made of the benefits to be 
realized through serving the dealer 
with one salesman carrying the com- 
plete line. Current practice has been 
to have separate divisions carrying 
the dress and work styles. 

Results of this study provided such 
convincing evidence of savings in costs 
and improved service that, as of 
January 28th, 1957, a complete change- 
over to a single men’s shoe sales 
division had been completed. The entire 
Wolverine line, including work, dress, 
casual and safety styles, will be 
carried in each territory by a single 
representative. 

“In spite of the pressure of rising 
material costs, the savings affected 
through this unified sales plan have 
enabled Wolverine to forestall any 
immediate price increases,” Mr. Krause 
said. ‘The current line will have dress 
and pigskin casuals retailing, with full 
markup, at $8.95, $9.95 and $10.95. 
The work line will start, at retail, at 
$5.95.” 
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St. Louis Federal Reserve 
Reports Sales Increases 


St. Louis — Figures released in 
January by the Federal Reserve Bank 
of St. Louis show that department 


store sales for the first 11 months of 
1956 were up 6 per cent for the 
district. The area covered by the report 
includes St. Louis, Louisville, Memphis 
and Little Rock. 

Shoe sales for the first 11 months 
of 1956 were up a similar amount. 
Sales of children’s shoes were up 6 
per cent, women’s shoes up 6 per cent, 
while men’s and boys’ shoes and 
slippers increased 8 per cent, 


and fine cotton lJisle . 








walking right off your counter — 


footsocks by yotlée 


Move so fast, your big job is keeping them in 
stock! Better check today; make sure you're 
covered in every size style. Good shoe stores 
sell several pairs per customer with every shoe 
sale — thanks to Footlet’s exclusive features: 


no-show shell vamp, power grip stay-on heel pad 


fashioned side-seam too. All Footlets Sanitized! ae eet | 

against odors and germs. Styles for every ——— | 

shoe in Tycora® and Hi-Test Helanca® stretch ( t 
(one size fits all), sheer run-proof nylon See 


. from 20¢ to 89c. ( O¢ 


Nationally advertised in Seventeen, Life, McCall's, Charm, 
Good Housekeeping, Glamour and N. Y. Times 
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For the month of November in the 
district, sales of men’s and boys’ shoes 
and slippers were 11 per cent higher 
than the corresponding November of 
1955. Sales of children’s 
November were up nine per cent, while 
women’s three 
per cent. 


shoes in 


shoes increased only 

Stocks of men’s and boys’ shoes and 
slippers on hand in district department 
stores in November were 12 cent 
higher than inventories for the 
1955. Stocks of women’s 


one cent lower, 


per 
same 
period of 
shoes while 


were per 


stocks of children’s shoes were equal 


to 1955 November inventories. 
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NESLA Sets April Date for Advance Fall Shoe Show 


Boston—“‘The 
Leather A 
non-profit basis an 
Market Week in 
April as a service to 


New England Shoe 
sociation will sponsor 
Advance Fal] 
Boston next 


members 


and 
On @ 
“noe 
and 
who wish to 
to their southern 


wholesale and 


other shoe manufacturers 


how samples early 
and we volume ac- 


Maxwell Field, 


vice-president of the associa- 


tern 
count according to 
executive 
tion 
“Thi Market 
Sunday, 
Thursday, 
anda 


Week will be held 
March 31, through 
April 4, at the Hotels Statler 
Only 
elling the volume 


from 


hoe 


chain 


Touraine in’ Boston. 


manufacturer 





and jobbing trades have been invited 
to exhibit their lines. In addition, 
companies with Boston sales offices 
will exhibit their lines in their offices 
Lincoln Essex Streets. 
No jobbers or concerns in the 
hotel 


’ 


located on and 
allied 
trades will be assigned rooms 
due to limitation of space.’ 

This Advance Market Week will in 
no way conflict with the Popular Price 
Shoe Show of America, which NESLA 
sponsors jointly with the National As- 
sociation of Shoe Chain Stores during 
May and November in New York, Mr. 
Field 


said. 


NTERS 
LUME BUYING 


1e 


TRADE “Mane 


the Split with 


the deep, deep nap 


* Looks and wears like far costlier leather. 


* Cuts easily and economically, finished back allowing you 


to use it unlined. 


* Adapts beautifully to today's casual styling, fashioning 
your smartest popular-priced line for men, women, children. 


Available in all popular colors including pastels 


SEND FOR 


SWATCHES OR CONTACT YOUR REPRESENTATIVE 


. TODAY! 


| Ooze Lining Splits 


} 
OTHER BREZNER SPLITS: 


Suedes and Roughies 


Finished Lining Splits 


. . black, white, colors 


| 
| Chrome Soles 


| Finished Upper Splits 


THE BREZNER DIVISION of ALLIED KID COMPANY 


145 South Street, Boston 11, Massachusetts 


“Fashion Right" Leathers from our Tannery, Penacook, New Hampshire 


MILWAUKEE 
Harold | 


wis 
Stewart 


ST. LOUIS, MO 
H. B. Avery Co 


OHIO 


Spille Co 


NEW YORK AND PENN 
Homer Bear 


CINCINNATI 
John A 


ROCHESTER, N.Y 


MIAMI 


LOS ANGELES, CALIF 
Russ White Co 

ORIENTAL EXPORT 
Leibman & Cumming 
San Francisco, Calif 


John E. Graham & Sons 


FLORIDA 
Jack G. Mendelsohn 


Handbag Representatives New York, N. Y., Chilewich Sons & Co. 


Representatives in All the World’s Leading Leather Markets 


Nebraska Shoe Store 
Sponsors Radio Program 

SEWARD, NEBR.—The 
Store, which recently 
85th year of continuous business in 
Seward, began a _ series of public 
service broadcasts on radio station 
KAWL, at York, Nebraska. 

The broadcast series is titled “Town 
and Country Topics” and features 
Seward County agriculture extension 
agent Loyd Young. The program 
brings up-to-the-minute bulletins, news 
and information from the University 
of Nebraska and is of special interest 
to farmers and homemakers. The pro- 
gram is aired every Monday, Wednes- 
day and Friday at 7:35 following the 
regular 7:30 news round-up. 

The cost of television and metro- 
politan radio advertising is prohibitive 
for the town 
being too wasteful in coverage. Local 
radio is concentrated on a_ limited 
area and advertising are more 
suited to limited advertising budgets, 
according to O. Allen Kroger who 
plans the store’s advertising. 

In addition to radio the store 
give-aways, newspaper, direct-mail and 
highway road sign advertising. 


Krogers Shoe 
observed its 


smal] merchant besides 


rates 


uses 


Heads Retail Activities 
Of Chamber of Commerce 


JANESVILLE, W1s.—F rank A. Chihak, 
manager of the French Slipper Shop 
here, has been elected chairman of the 
Retail Division of the Janesville 
Chamber of Commerce. The election 
places him in charge of various retail 
activities which have proven successful 
during the last few years. 

Mr. and Mrs. Chihak and their two 
children live at 1309 Hamilton Avenue. 
The store of which he has been man- 
ager the one of 
five operated in Wisconsin by the 
French Slipper Shops’ with  head- 
quarters in Manitowoc. 

Prior to coming to Janesville, Mr. 
Chihak had been associated with 
Edison Brothers Stores and_ with 
Weiss-Neuman in Tucson, Arizona. 


for last six years is 


M. O'Neil Company Acquires 
Four More Stores 

The M. O’Neil 
subsidiary of the May 
Stores Co., recently an- 
nounced it has purchased the Stark 
Dry Goods Co. and its four stores in 
Stark County. Blates, presi- 
dent of the Stark firm, said the sale in- 
cluded all real estate holdings. 

The shoe departments, which have 
been operated as leased departments 
the management of Norman 
will taken over by 
according to a company 
“They will be under the 
supervision of the Akron buyers, as 
al] other departments in the stores will 
be,”’ the report stated. 


CANTON, QO. Co., 
wholly-owned 


Department 


Jerome 


under 
Marcus, 
O’Neil’s, 


spokesman. 


also be 
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Chain Leases Display Unit 
In Airport Terminal 


Frou-frou skirted lady reclines on a 
jeweled glass slipper in Edison Brothers 
Stores, Inc., leased display unit located 
in the concourse of St. Louis' new Mu- 
nicipal Airport Terminal. This revolving 
display advertises four Baker's outlets 
in the St. Louis area, one downtown, 
the other three in major suburban shop- 
ping centers. Interior store views are 
shown on backlighted panels, with cur- 
rently good-selling footwear featured 
in the foreground. 





Survey Shows Price Range 
Of New England Shoes 


BostoN—Seventy-five per cent of all 
footwear produced in 1955 in New 
England plants was made at prices up 
to $4.20 at factory levels, or $7.00 at 
retail, according to a special survey 
prepared by the U. S. Bureau of the 
Census exclusively for the New Eng- 
land Shoe and Leather Association. 

In women’s shoes, 87 per cent of 
New England’s production was made 
to retail up to $7.00 per pair. On the 
other hand, 20 per cent of men’s dress 
shoes made in New England were pro- 
duced to retail above $12.00 per pair. 

In an analysis of output by 
price ranges in the New England shoe 
states, it is noted that Massachusetts 
and Maine concentrate their shoe out- 
put in the $3 to $5 price ranges at 
retail. New Hampshire output, be- 
cause of the higher ratio of men’s 
shoes, concentrates its output in the 
$4-$6 retail price ranges. 


shoe 


Total military shoe procurement for 
the calendar 1956, including all 
leather items, amounted to 
4,862,051 pairs, an increase of 45.8 
per cent over 1955, according to a 
survey prepared by the association. 
2,573,130 pairs, or 52.9 per cent of this 
total, were awarded to New England 
shoe manufacturers. 

The 1956 New England total was 81 
per cent higher than the number of 
pairs awarded in 1955. The 1956 data 
may still not be complete pending 
official reports. 


yea! 
footwear 
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National Retail Sales 
Set New Record In 1956 
W ASHINGTON—A 
of $191.4 billion was 
the retail industry in 
Commerce 


record sales figure 


h “d OY 


according 


establi 
1956, 
to a report 
This is a three 
the previous 


This 


Department 


per cent Increase ove 
year. 
that the 


$19.5 bil 


same source noted 
Decembe figure 
lion, an increase ove) 
1955 figure of $19.3 


for the 


Saies was 
tne 


billion. 


December, 


Sales full year set record 
in all major areas except motive, 
building, hardware and The 


greatest pains were made in gasoline 


aul 
lumber. 


service stations, up 11 per cent; 


and proprietary tores, up 


cent; and apparel! stores, up e 
cent 
howed a 


1U5D5 


Department sto 


per cent gain ove! 


The etTect of higher price ol 


total sales figure was not indicated 


Store in New Location 


FALL River, MAss Li 


Store has moved from 300 t 
Main Street, Fal! 
Carries 


children. 


River The 


hoe for men women 





HI-LO. 
No. 902 
EXTRA HEAVY-DUTY 
BOOT FOR HIGH, 
MEDIUM OR LOW 
HEELS 

CLEAR AND GREY 
SIZES 4-5-6-7-8-9-10 


No, 801 
FOR HIGH HEELS 
CLEAR AND GREY 
SIZES 5-6-7-8-9 


SHOWN 


NOT SKOWN 


RETAIL 2.00 
PREPAID 
6 DOZEN OR MORE 


witt OR BMT UNp 

ww o, 
~ * 

* Guaranteed by % 

Good Housekeeping 

” wo» 7 
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COFFEY-HOYT PRODUCTS, 
GARDENA, CALIFORNIA 


rizzie OOO 


«a Yeatalosemannu 
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TWO STEPS AHEAD 
DESIGNED TO FIT RIGHT FOOT 
DESIGNED TO FiT LEFT FOOT imp 


ONLY DRIZZLE BOOTS HAVE THESE: 
@ NEAT, SLIM, ADJUSTABLE 
DOUBLE FASTENING—100% GUARANTEED 
PATENTED FRONT FOLD 
TRIPLE THICK HEEL AND SOLE 
EXTRA HEIGHT FOR ADDED PROTECTION 


4 
~ J7CeC 


OuR 


, E-X-P-A-N-D-E-D 


NATIONAL ADVERTISING 
SCHEDULE IN 


GOOD HOUSEKEEPING 
CHARM 


PHOTOPLAY 
TRUE STORY 
VOGUE 
SUNSET 
HOUSE & GARDEN 
SEVENTEEN 
GLAMOUR 


BONDED WAREHOUSE 
INC 
3920-46 CALUMET 


CHICAGC 





Brilliant Butterfly Colors 
Shown in Evening Shoes 

New York — Spring bloomed early 
at the Delman Shoe Salon here as the 
Blooms and Butterflies Collection was 
presented recently to fashion editors 
and stylists. Dramatized in windows 
and displays was a dancing 
slipper, the back formed by the petals 
of a full-blown rose supported by a 


stem forming the heel. 


indoor 


shown 
moth 


Brilliant butterfly colors 
soft, 
belges and 
two-toned 


were 
neutral 
color grey taupe for 
daytime A still 
further carrying out the butterfly and 
included two-tones of 
black 
black; patent 
on grey. A book entitled 
and Moths,” recently 
published by House, beauti 
fully illustrated, had been an inspira 
tion for 

Very imaginative were treatments 
of black patent, which included white 
underlay of irregular polka dot 
perforations; embroidered floral 
sprays; a solid, massed, flower-decorat 
ed buckle. An _ all-over design in 
ilver stitching made a_ day-into- 
leather of black patent. A 
nylon straw fabric 
the brilliance of patent into a 
weather material. 


in evening shoes; 


series, 
theme, 


motn 


blonde or grey; touches on 


white; white on black 
leather scrolls 
“Butterflie 


tandom 


the collection. 


evening 
black 
put 

warm 


“licorice” 


Reptile leathers, exceptionally light 
and soft, comprised taupe alligator and 


lizard in black and color, both slated 
for spring promotions. Delft Blue and 
Wedgwood Green, also promotion 
colors, were slated to be the touch of 
color for wear with grey costumes. 

Very spring-like and lovely were the 
bright printed silks, the suedes in pale 
neutrals, in geranium pink and hya- 
cinth blue. Flower colors were used in 
a white dyeable Japanese fabric, 
“Shiki.” Butterfly bows, tiny and large, 
were pretty touches in the collection. 

Long, tapered and tall, thin 
heels were typical of many of the 
shoes but “modified” tapered toes were 
also included. The extremely curved 
Cleopatra heel has been subtly modified 
for spring. A new variation in the 
very feminine, low heel was the “Queen 
Anne” on the Deanville last. This 
combined a very curved medium heel 
with a very tapered vamp. Important 
to note are the higher riding silhou- 
ettes, some rising into low boots. One 
such shoe, combining white leather 
with black patent, was very reminis- 
cent of the second decade of the 
century. Less dramatic—but more sale- 
able—was the high-riding two-eyelet 
tie on a high dressy heel. 


toes 


Buys Shoe Store 


DELPHI, IND.—Bud Darby of Lafay- 
ette, Ind., has bought the Denk Shoe 
Store from Mr. and Mrs. Albert J. 
Denk, and is taking personal charge of 
the business. 


Seton Leather Co. Executive 
Dies in Passaic Hospital 

Cuirton, N. J.—Dr. William R. Cox 
of Clifton, assistant secretary of the 
Seton Leather Company of Newark, 
died January 18 of a heart ailment in 
Passaic General Hospital. He was 42. 

He was born in Chicago, graduated 
from the Newark College of Engineer- 
ing, and received an M.S. degree from 
Stevens Institute of Technology and a 
Ph.D. in chemical engineering from 
the University of Cincinnati. 

He joined the Seton concern in 1950 
and was in charge of hide purchasing 
and statistical quality control. Pre- 
viously he was with the New Jersey 
Tanning Co., Inc., of Newark. 

Dr. Cox was a member of the Amer- 
ican Chemical Society and the Ameri- 
can Leather Chemists Association. He 
trustee of the Youth Consulta- 
Newark. 


was a 
tion Service in 
Registers Alternate Name 
DrerroIt—Walter McNally, owner of 
Walter McNally’s Shoes at 6621 Park 
Avenue, Allen Park, Mich., has regis- 
tered title to Ethical Prescription Foot- 
wear as an alternate name for his 
store, 
Mr. 
in Wyandotte, 


McNally, formerly in 
Mich., specializes in 
juvenile footwear, with a large per- 
centage of prescription business, but 
also carries both men’s and women’s 
lines. 


business 


How Old Is Your Company? 


To all Retailers, Wholesalers, Shoe Manufacturers, 
Leather Companies, Allied Industries serving the shoe 


field: 


Is your company 75 years old or older (established in 
1882 or before) ? 


For the Honor Roll of old established companies in or 
serving the industry to appear in the 75th Anniversary 
issue of Boor AND SnHoer Recorder, mail a brief history 
of the company to 


E. B. Terhune, Jr., Publisher 
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PHILADELPHIA 39, PA. 
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Shoe Fashions Also Important 
In Denver’s High Schools 


Shoe retailers in the Denver area have 
been quick to tie in with the fashion , 
ads of apparel merchants and, as a re- 
sult, the young high school students 
have found certain shoes are requisites 
for “that Ivy League look." In a sur- 
vey of retailers catering to the high 
school youth, four most popular shoes 
turned out to be, as modeled by four | 
East High School juniors, (left to right), | 
desert boots which have grown rapidly 
in demand this season; conventional 
black wing tip oxfords; the always pop- 
ular black and white saddle shoe; and 
tie mocs, black leading brown in pop- 
ularity. Matching trousers range from | 
Ivy League fo jeans. School officials say | 
that high school students are more fash- | 
ion conscious than ever before, rather 
than fad-conscious. 





Circus Clowns Reported Busy | 
Buying Freak Shoes 


ROCHESTER, N. Y. 


Things are look-| | 


acrobat can feel the wire with his feet. 

The Griffin theatrical shoe business 
was started in 1882 by James R. Grif- 
fin, father of Raymond Griffin, and first 
served vaudeville actors who found it 
hard to buy the kind of shoes they 
wanted. 


Store Loses Lease 

LAFAYETTE, INbD. — After 
for 40 years at the same 
Singer’s Clothing Store, Third and Co 
lumbia, has losts its lease. The 
features a men’s and boys’ shoe depart 
ment. The entire stock is being closed 
out. The firm’s future plans have not 
been announced. 


operating 


location, 


store 


h | 5 


To Make Boots for Air Force 


PHILADELPHIA—The International 
Shoe Company has been awarded a 
contract to manufacture 53,160 pairs 
of black leather combat boots for the 
U. S. Air Force. Announcement of the 
award was made at the Philadelphia 
Quartermaster Depot, where bids were 
opened recently. The price per pair 
was $7.03. 


Silver Dollar Gift 


Kokomo, Inp.—During a week’s 
motion Earl Shoe Co. gave a silver dol 
lar to each child parents had 
bought a pair of children’s shoes 


pro 


whose 


Fa XK COn 
o° . 


O 
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WITH FAMOUS PRELLER 


FOOT DEFENDER SHO 


ing up in the circus business, according | 


to Raymond A. Griffin, shoemaker in | 
suburban Irondequoit, who is just] 
about the only man in the 
making shoes for circus clowns. 

Mr. Griffin said that he had the big- | 
gest fal] business in five or six years, 
and that sales this winter have been | 
heavier than usual. Most circuses are | 
prospering and there are more than 50} 
on the road, Mr. Griffin noted. He also | 
pointed out that clowns are often hired | 
by department during the 
Christmas season to add to the festive | 
atmosphere. And some clowns play 
nightclubs during the winter. 

Mr. Griffin estimates he supplies 
about 90 per cent of the clowns in 
America with funny shoes and his cli- 
entele is made up of some 7000 clowns 
and acrobats all over the world. 

Clowns today pay more attention to 
their appearance than in past years, 
the shoemaker believes. The trend is to | 
cleaner and neater Some | 
performers design their own footwear, | 
while others rely on Mr. Griffin’s in- | 
ventiveness. 

“Large comedy” 16 inches | 
long, are a favorite, also hobo shoes, 
animal and bird feet. One clown may 
want shoes that light up while another 
orders a big bunion which explodes | 
when a balloon inside bursts. 

Mr. Griffin and his son, Robert, also | 
make shoes for high-wire performers. 
These have elkskin soles which 
very thin and soft so that the} 


stores 


costumes. 


shoes, 


shoes 


are 
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country | 


FOR 


Tilllom 


Your opportunity for a sound, profitable business! 


Offer your customers 
No markdowns, 


superior 
but 


fit, unequaled comfort! 


you will have 


more satisfied, repeat customers than 


you ever thought possible 


WEALTH LAST 


3744—The EXPRESS Tie 
12/8 Wood Kantscuff Heel 


All over navy blue kid 
Puff stitch trim 
Six-eyelet tie 

Long inside counter 


SIZES IN STOCK 
to 
fy to 
to 
to 


Also available in 
Black—Style 7¢364/ 
White—Style 3£3750 


MILLER SHOE COMPANY, Inc. 


Founded by ALBERT E. KLINKICHT 


CIN CAWWATI 
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EVERY PAIR WITH HAND SEWN VAMPS The Label with 
EVERY PAIR WITH NEOLITE SOLES 


\ above all in 


\. + VALUE 
Qs STYLE + FIT 


Retail Profitably 


Xd. 
\L 56.95 to $9.95 


@ Behind this Angora* 
Calfskin label . . . behind 
every Barrett label... 
stand years of experience 
in producing outstanding 
leathers. Want the very 
cream of calfskin— 
“fis smoothest, supplest—for 
=e gd fine shoes? Look for this 
Delivery ay Angora* hallmark! 
ADVERTISED 


IN GLAMOUR 
9EVENTEEN | 


NORTHEAST SHOE COMPANY, Inc. 
Pittsfield, Maine 
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Henry J. Bostock 


STAFFORD, ENGLAND Henry John 
Bostock, C.B.E., chairman emeritus of 
Lotus, Ltd., died at his home at Staf- 
ford at the age of 86. He was born in 
1870, the eldest son of Henry Bostock 
of Stafford, and was educated at King’s 
School, Chester. He joined the family 
business of Edwin Bostock, shoe manu- 
facturers, at the age of 17 and after a 
few years devoted his energies to the 
selling side of the business and it was 
due to his inspiration that Lotus, Ltd., 
was formed with the primary object of 
holding stocks from which retailers 
could draw their supplies instead of 
having to place advance orders. It was 
the first firm to adopt this course and, 
again due mainly to his inspiration, 
Lotus, Ltd., acquired the family busi- 
nesses of both Edwin Bostock of Staf- 
ford and Frederick Bostock of North 
ampton and became a public company 
in 1920. 

Mr. Bostock was a managing direc- 
tor in 1920 and became chairman als« 
in 1923. He held the two offices until 
1945, when he gave up his managing 
directorship but he continued as chair- 
man until 1953. Although the business 
of Lotus, Ltd., was his main concern, 
he found time to serve in other spheres 
and was president of the Incorporated 
Federated Associations of Boot & Shoe 
Manufacturers from 1922 to 1925 and 
took a prominent part in negotiations 
with the trade union. 

In civic affairs Mr. Bostock gave 
outstanding service from his first elec- 
tion to the Stafford Town Council in 
1902. He was mayor in 1914, became 
an alderman in 1918 and served on the 
council until a few months ago. He 
was made a Freeman of the Borough 
in 1942, after 40 years service. He was 
a member of Staffordshire County 
Council for many years and was high 
sheriff of Staffordshire in 1948-49. He 
was appointed C. B. E. in 1953. 

He is survived by his widow, three 
sons and one daughter. 


Erwin H. Hertzler 

BURLINGTON, IOWA - Erwin H. 
Hertzler, 59, owner and president of 
Hertzler’s, Inc., died at Burlington 
Hospital after an extended illness. 

Mr. Hertzler was both president and 
treasurer of the shoe concern and had 
been in the shoe business for more 
than 40 years. For many years the 
store was located in the John Boesch 
building and since 1946, has been at 
506-508 Jefferson. It is the oldest shoe 
store in Burlington. 

He was a member of the First 
Methodist church, member and former 
director of the Chamber of Commerce, 
former head of the Retail Bureau of 
the Chamber, and had served more 
than 10 years as a member of the Bur- 
lington school board. He was past 
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president of the Kiwanis club, a mem- 
ber of the Malta Lodge, AF & AM, a 
member of the Elks, American Legion 
and the Burlington golf club. 

A veteran of World War I, he served 
overseas with the Fifth Engineers. 

Surviving are his widow, a son, Dr. 
Jack H. Hertzler, of Birmingham, 
Mich.; a sister, Mrs. Adelaide Miles, 
Des Moines; one brother, Dr. John W. 
Hertzler, Newton, Kan.; his mother, 
Mrs. D. E. Hertzler, Burlington; five 
grandchildren, and a number of nieces 
and nephews. 


Marvin J. Kuhn 


CoLuMBuUs, O.—Marvin J. Kuhn, 50, 
production manager for the H. C. God- 
man Shoe Co., and the Miller Jones Co., 
died of a heart ailment in Mt. Carmel 
Hospital, here in Columbus. 
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STANDARD 30¢ 


Sold only by shoe men because 


they know shoe care best! 


e DELUXE 55° 


CAVALIER COMPANY 


Baltimore 30, Maryland 


Serving the Shoe Trades Exclusively 


for Over a Generation 








MARVIN J. KUHN 


A veteran of 30 years in the hoe | 
business, Mr. Kuhn began his career | 
as an odd shoe boy in the finishing 
room. His advance was steady through 
all phases of manufacturing and pro- 
duction and he soon was placed in 
charge of the time study and cost de 
partment. Next he became superin 
tendent of the Logan factory and in 
1948 was made general production | 
manager. 

He is survived by his widow, Esther; 
a daughter, Catherine Ann, and a son, 
William, at home. 


George W. McCaslin 


St. Lours—George W. McCaslin, 48, 
office manager of the Roberts, Johnson 
& Rand division of International Shoe 
Company, died in St. Louis. He suc- | 
cumbed from a weakened heart condi- 
tion following the effects of an eight- 
week illness from pneumonia. 

Mr. McCaslin had devoted his entire 
business career to International Shoe 
Company. He began in 1924 as mes- 
senger and elevator operator with 
Roberts, Johnson & Rand. After a suc- 
cession of jobs in the correspondence, 
mail order and sales promotion depart- 
ment, he was appointed office manager 
in 1947. 
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YOU ksiow 


it's always 


easiest to sell 


the very best 


THAT'S WHY MORE BUYERS CHOOSE 


The demand for Ideal FLEXIBLE walking 
shoes is bigger than ever these days because 
mothers know their worth in quality, work 
manship and value when baby first starts to 
walk. So, BUYER, remember a full stock of 
these masterpieces of baby shoemaking 1s 


your best answer to volume baby shoe sales 


DANVERS. MA 
r 


O MERCHAND 
c OALLAG, TE 


MRS. pays Ydeal was SHOE CO., 


© MART © 4 MERCHANDISE & 
oi" Kae 


MRS. DAY'S Ideal BABY SHOES 


THE SHOES MORE MOTHERS TRUST 


Style No. 441 

White Elk, Moccasin Type 
Boot. Narrow, Medium 
Wide. Sizes 3-8 


a—> 








Baltimore Groups Install New Officers 


EDWIN SHERMAN 


BALTIMORE—Under the joint pon board of governors, Robert Rubin. 
sorship of the Baltimore Shoe Club and Associated Shoe Traveler Presi 
the Associated Shoe Travelers of Balti dent, Ed Sherman; vice-president, Irv- 
more, an inaugural ball was held at ing Schoen; recording secretary, Harry 
the Chanticleer here on January 27th, Levy; assistant secretary, Lou Leboe; 
at which time the following newly treasurer, Harry Pumpian; sergeant- 
elected officers of both organization at-arms, Hy Levy. 
were installed for 1957. ‘ , 

saltimore Shoe Club President, 

David Lefko; vice-president, Paul Til- Sees Changing Trends 

lis; secretary, Sam Abrahams; trea 
surer, P. Irvin Volk; recording secre 
tary, Mrs. Sara Abrahams; sergeant market, women’s and fashion markets, 
alt-arms, Max Meyers; chairman of the’ radio, television and newsreels. 


[CONTINUED FROM PAGE 75] 


The result of these concerted cam- 
paigns has been, Miss Gould said, that 
the economic front,” leather has 
been made the leader in the up-trading 
trend which has characterized espe- 
cially the soft goods industry.” 


Fashion Show a Feature 


Then, to illustrate her point that the 
real foundation of al] LIA’s activities 
rests on the fact that “leather is richly 
endowed with quality and the potential 
of fashion appeal,” Miss Gould directed 
a fashion show. 

Other speakers on the agenda in- 
cluded Gifford Foley, Florsheim Shoe 
Co.; Dr. G. Mauthe, Farbenfabriken 
jayer, Germany; Dr. H. F. Turley, 
Rohm and Haas Co.; Frank Edmonds, 
American Cyanamid Corp.; Lucien Sel- 
let, Jacques Wolf and Co.; Frank J. 
Chadwick, Atlas Refinery, Inc.; C. E. 
Retzsch, Nopco Chemical Co.; Edwin 
Hogstrom, Bede Products Corp.; 
G. Bergson, Manufacturers Engineer- 
ing and Equipment Corp., and M. W. 
Westgate, Gardner Laboratories, Inc. 

Assisting chairman Kahn on the 
Symposium Committee were Reuben G. 
Henrich, B. D. Eisendrath Tanning 
Co.; Ben Grota, Fred Rueping Leather 
Co.; Maurice L. Squire, Law Tanning 
Co.; Russel] Launder, Pfister and Vogel 
Tanning Co., and Howard Sigmund, 
Hoffman Stafford Tanning Co. 


majorette | KIDDIE SANDALS 


the Original Cushion Sandal 


boots . @ Elk finish cowhide uppers 


e Chrome soles 





e@ Adjustable vamp 


Series No. 710 

Sizes 3-8, 9-12, 13-3 
Brown, White, Red, 
Beige 


Playtime favorites...fast sellers! Scien- 
tific design. Kids love barefoot feel; 
mothers like fit and wear! Order now! 


Made to specifications of 
official drill teams and 


bands. Top quality made % . j PROMOTION LEADER cee 


on boot lasts 


5111—Sizes 7-8... .$3.90 — 7 J 
5121—Sizes 8!/2-12.$4.10 F No Service 


Series 


5222—Sizes 12!/2-3. $4.35 : noe ae featuring Hoy-Way molded No. 880 
* ° rc rs 
5323—Sizes 4-9... .$5.60 | emanate sole. Priced for volume sales! Sizes 


*Littleway Ceastruction Extre Colored 





§-8, 9-12, 13-3 
Brown, White, 


Tassels, 25¢ pr. all styles IN-STOCK Red, Mult: 


BERNED SHOE COMPANY HOY SHOE ((), 128 Locust st., st. cours 1, mo. 


207 Essex Street, Boston 11, Massachusetts 
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Salesmen ad Suppliers 


wr 











Left—Julian A. Iverson (left) receives the Gold Link Award in honor of being 
named outstanding salesman in the Western Division, Mishawaka Rubber and 


Woolen 


Manufacturing Company, from G. W. Miller, Western Division sales 


manager. Right—Ashley B. Adams, Jr. (right) receives the Gold Link Award in the 
Eastern Division from L. F. Baumgartner, Eastern Division sales manager. 


MISHAWAKA, IND.—Julian <A. Iver- 
son of Portland, Oregon, and Ashley 
B. Adams, Jr., of Grosse Pointe, 
Michigan, sales representatives of the 
Mishawaka Rubber and Woolen Manu- 
facturing Company, were named 1956 
winners of the firm’s newly inaugu- 
rated Gold Link Awards. 

Presentation of the awards was 
made to the two men by their sales 
managers, G. W. Miller, Western Di- 
vision, and L. F. Baumgartner, East- 
tern Division, at the firm’s annual 
spring sales meeting held in Chicago. 
The Gold Link was granted the two men 
on the basis of their being selected by 
a panel of judges as outstanding sales- 
men in their respective sales divisions. 

Announcement of the proposed award 
was first made by Max B. Barrick, 
general sales manager, to the firm’s 
approximately 130 sales representatives 


at its July sales meeting when each 
man was given a silver link in 
nition of the responsibility that 
carries in the over-all succe of 
firm. At that time it announced 
that a Gold Link would be awarded 
annually to the outstanding salesman 
in each of the two major sales areas 
Although sales performance was 
sideration in the award, it was not the 
entire basis. Among the factors in 
cluded were service to customers, ad 
vertising and promotion activi 
ties, development of new accounts, 
proper handling of work detail, cooper 
ation with Credit Department and line 
style guidance. 


recog 
he 

the 

was 


a con 


sales 


Mr. Iverson joined the firm in 1950 
and travels the northwest portion of 
Oregon; Mr. Adams has been with the 
firm since 1947 and his territory is 
metropolitan Detroit. 





Bernard Semler Advanced 
At Freeman Shoe Company 


3ELOIT, Wis.—Bernard Semler, who 
joined the Freeman Shoe Company 
here as comptroller in November, 1955, 
when the firm was reorganized, has 
been advanced to the management 
group of the company with the new 
title of vice-president and controller, 
firm executives have announced. 

Mr. Semler has been in charge of all 
accounting and office procedures and 
of the company’s finance. Once associ- 
ated with the national certified public 
accounting firm of Scoville-Wellington 
Company, Mr. Semler came directly to 
Freeman from New Brunswick, N. J., 
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where he had been associated with 
Johnson & Johnson, surgical dressings 
firm. 


Capitol Slipper Sells 
Plant, Leases It Back 


WORCESTER, Mass.—Capitol Slipper 
Corp., here, has sold its property at 
60 King Street to Burton Realty, Inc., 
and has rented the property under a 
long-term lease. 

Spokesmen for the slipper manu 
facturing firm said it plans to continue 
operations in the two four-story and 
single three-story buildings which it 
purchased in 1955 from the former 
Wiley-Bickford-Sweet Co. 


Sales Staff Changes Made 
By International Shoe 
ST. ‘Two divisions of Inter 
national Shoe Company have recently 
represen 


Louis 


announced changes in sales 
tatives. 

Grant E. Waggoner 
representative 


has been 
for 
and children’s shoes in northern 
and southern Minnesota by the Roberts, 
Johnson & Rand He will 
carry Trim Tred and Poll-Parrot shoes. 
his appointment, Mr 
traveled southern Missouri 
Johnson & Rand. For 
was a retail shoe 
Shelbyville, Tl 


ap 
pointed women’s 


lowa 
division. 
Prior to new 
Waggoner 
for Roberts, 
everal years he ales 


man at Morhead’s in 


GRANT E. WAGGONER 


He is a business graduate of Eastern 
Illinois State College. Mr. Waggoner 
ucceeds R. A. Peter who resigned 


in order to manage 


4On, 
four unit of 


Sampson Shoe Store 


Lonnie Rasmussen has been appointed 


for women’s and 
Washington and 
Friedman-Shelby d 


Harry B 


ale representative 


children’ hoes in 


Montana 
vision. He 


for 
succeed Swan 

on, Jr., who resigned 

or two years prior to joining Fried 
Mr. Ra had 

representative for Cobbler 

His retail background 

management of a 


istant 


man-Shelby, mussen heen 
west 


of Lo 


include 


coast 

Angele 
Feltman 
manager of 


Wash. 


Carry 


Curme unit, and a 
the Cre 
M1 Rasmus 


Walker, Red 


and house 


cent in Spokane, 


en will Grace 
Yanigans, Fun 
in his te! 


headquarter 


Goose, 


Shu lipper new 


will make hi 


C. R. Williams Joins Staff 
Of A. F. Gallun & Sons 
MILWAUKEE 
R. William organization 
was announced by A. F. Gallun and 
Sons Milwaukee tanning 


Appointment of Charles 


al 
Baie 


to their 
Corporation, 
firm 
Mr 
Hiteman 


been with 
West Win 
executive vice-president 
for the past 1] 
headquarters in 


William who has 
Leather Co., Inc., 
field, N. Y., as 
and ales 
year will make 


Milwaukee, 


manager 
his 





International Makes Executive Changes 


MAURICE B. BOWLES 


1. Lour 


pany 


ra 


Shoe 


announced 


Com 
two 

changes in administrative personnel. 
Maurice B 


pointed office manager of 


International 
ha recently 


Sowle has been ap 
Delmar Shoe 
subsidi 
hoe department 

ucceeds Mr. Bowle 


Corporation, an International 
ary operating leased 
Robert L. Madson 
as plant auditor for International. 

An the since 
fac 


1951. 


employe of company 
1934, Mr. Bowles has been in the 
tory auditing department since 
Prior to that time he had been office 
manager at International plants in 
Chester and Mt. Vernon, Ill. In his 


ROBERT L. MADSON 


newly created position, Mr. Bowles will 
supervise all office and administrative 
functions for Delmar Shoe, including 
accounting and tax procedures. 

Mr. Madson, prior to his 
pointment, had 
payable department, helping establish 
a system for the depart 
ment to the use of IBM punch cards 
served as traveling 


new ap 


been in the account 


converting 


For two years he 


factory auditor, covering 20 Interna- 
b 2 


tional plants in northern Missouri and 
Illinois. He has 


since 1938. 


been with the com 


pany 





Optimism for 1957 Prevails 
As Kemp Reports Good 1956 


DENVER 
wa the re 


“Extremely optimistic” 
from every 
representative of the Kemp Shoe Com 
thi and of Kemp officials 
as they concluded their annual 
the company 
Santa Fe Drive. In a 
past 


ponse sale 


pany, city, 
sale 
conference at head 
1160 
the year’s 
Kemp, owner of the 


quarter 

review of busines 
Wesley W 
which services 
that spring bookings were 
ago, but better for this 
the basis of early orders, it 


firm 
several mountain states, 
fine a 
spring. 
was 


said 
year 
On 
said, there will be heavy sales in spring 
lines, particularly 
children’s 

canvas 


ummer canva 
oxfords 


sandals 


and 
men’s ¢ and 


and 


asual 
barefoot-type 
casual 
J.R 
directed 
He 


stock 


sales manager, 
the 
company 


George, Arvada, 

the lines for 
announced that the 
the more popular numbers, set 
fill-in the Denver 

rather having the 
factories in 


salesmen. 
will 
ting up lines in 
warehouse than 


shoe ent directly from 
the east 
Kemp Shoe Company carries Chip 
Rubber Company, 
Shoe Company, 
Manistee Slipper 


Shoe ( 


pewa, Converse 
Hu kie 


slum 
Co 


Leverenz 
Slipper Co., 
Werman 
Juniors) 
Wvoming, 
Black 

Mexico and 


and ‘company 
eT vicing 

Utah, part of 
Hill of South 


a port ion of 


(Campus lines, 
Colorado, 


Nebraska, 
Dakota, New 


Idaho. Attending the conference here 
Robert E. Schuster, Denver, 
executive the Mountain 
States Shoe Travelers Association and 
Huskies in Colorado; 
Clarence R. Johnson, Kemp _ office 
manager, Denver; Nile Hardy, 
Douglas, Wyo.; Larry Toole, Salt Lake 
City; Douglas Peterson, New Mexico, 
Mr. Kemp and Mr. George. 


were 


secretary of 


representing 


New General Sales Manager 
Of Brauer Bros. 


W. TED SHAW 


Mr. Shaw, who was recently named 

general sales manager of Brauer Bros. 

Shoe Company, St. Louis. This post was 

formerly held by Roy Sundling, now 
firm president. 


Miller Joins Moxees as 
Assistant Sales Manager 


AUBURN, Me.—William Solar, 
president of Belgrade Shoe Co., 
has announced the appointment of 
Daniel A. Miller as assistant 
manager of the Moxees Division. 

Mr. Miller is a graduate of Bow- 
doin College, Brunswick, Me., where 
he majored in economics and manage- 
He recently completed 


vice- 


here, 


alas 
Saies 


ment control. 


DANIEL A. MILLER 


the U. 8. 
of first 


Army 
lieu- 


service in 


held the 


two years 


where he rank 
tenant. 

He will assist in the merchandising 
and manufacturing of Moxees and will 
also help the many salesmen of the 
Moxees Division in the promotion of 
this branded line throughout the coun- 
try. 


Dr. Posner Shoe Salesmen 
Given New Territories 

New YorkK—The Dr. Posner Shoe 
Co. has announced the appointment of 
Jay D. Leibler and Sheldon P. Leibler 
as sales representatives for Brooklyn, 
Queens and Long Island, N. Y. 

Jay D. Leibler, who has been asso- 
ciated with the Dr. Posner Shoe Co. for 
the fifteen years, formerly was 
sales representative for the firm in 
Virginia and West Virginia, while 
Sheldon P. Leibler, who has been with 
Posner for ten years, was formerly 
sales representative in the upper New 
York state territory. 

It was also announced that Edward 
Benowich, who has Posner 
for the past three years, during which 
period he assisted the late Max Ermo- 
loff as covering 
Brooklyn, Queens and Long Island, has 
named sales representative for 
lower Manhattan, Staten Island 
New York state territories. 
territories 


past 


heen wit h 


sales representative 
been 
the 
and upper 

The realignment of 
in these areas was necessitated by the 
passing of Max Ermoloff, who former- 
ly covered these territories, in addition 
to serving as assistant to the president 
of the company. Announcement of the 
realignment made by Herbert 
Posner, president, and Saul Maslow, 
sales manager, of Dr. Posner Shoe Co. 


sales 


was 
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438-1 West State 





D&K COMPANY, INC. 


The 
DISPOSABLE 
try-on socks 


Ithaca, N. Y. 








BURNS CUBOID FOOT BALANCERS 


“Hand mtand 


with your shoe sales! 


Ring up two profits, not just one. Sell 
comfortable Cuboids at the 
same time . . . don't waste this 


famous, 


once-only chance for a second 
handsome profit from foot- 


ailing shoe customers. Cuboids 
retail up to $6.95 a pair. 
Entire stock occupies only a 


few feet of storage space. Get 


the story 


BURNS CUBOID COMPANY 
P.O. BOX 658 * SANTA ANA, CALIFORNIA 


in your own store 
— write today! 


| Two New Salesmen Are Named by Husseo 


LAURENCE SELLS 


Pa.—The Hussco Shoe 
announced the appoint- 
ment of two new sales representatives. 

Laurence Sells will cover the North 
and South Carolina trading area for 
Huskies Distributors, Inc., and Ben 
Sobel wil! represent the Lee Shoe Co., 


HONESDALE, 


Company has 


BEN SOBEL 


and 


of New 


area. 


York City, in the Long I 


30th are already calling on account 
with 
teenage and women’s 
shoes, and the Huskie Pup line of chil 
dren’s 


the new Spring Huskies line of 


sports and casu: 


shoes. 


shoe stores, 
drive-ins 
and 
shoe 
promotion 
buyers 


1215 Washington Ave 


Sample Rooms 





Christopher Buys Interest 
In Sattini Shoemakers 


Dover, N. H. 
New 


purchased 


Charles Christopher, 
England shoe execu- 
the 


well-known 


tive, has interests of 
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Sattini Shoe 


t{udolph 
makers, 


sieringer in 


Inc., recently organized 
manufacturer here in 
take over Mr 


treasurer and 


women’s shoe 
Dover. He 
inger’s duties as 
tary of the concern 


will Bier 


secre 


We Offer Quality Jobs, Cancellations 
and Closeouts in Branded Footwear to 


CANCELLATION 


Our prices 

on fine shoes, 
bought direct 
from the best 
known makers 
are in line with 
our nationwide 
reputation 


for values! 


Open a Cancellation Shoe Store in Your Town 


Our New Store Consultants Will Help You 


Set Up a Profitable Operation 


Quality Shoes Since ‘32 


M. K. WEIL Shoe Company 


“While in Town See Weil” 
Saint Lovis 3, Mo 


Los Angeles New York 


Formerly associated with Selby 
Manchester, N. H 
Christopher had 
most recently served with Ruth Shoe 
Co. of Newburyport, Ma In Decem 
1956 he joined Sattini, an affiliate 
Inc., of New York 


manager. He _ will 


Shoe Co.’s division 


for several years, Mr. 


ber 
of Palizzio, City, 
as general retain 
manager of 


bon, N. H., 


his position as general 
Lisbon Shoes, Ine. of Li 
another Palizzio affiliate. 

Sattini 1 
pairs 
and pumps per day and plans 
this figure in the near future, accord 
Henry The 
employe expanded from 
100 


making 1500 


noveltie 


currently 
of high grade women’s 
to double 
ing to Hermer, president 
firm’ will be 
00) to will 
ine of 


worker Sattini also 
production of a 
yvomen’s threadlasted trade 


marked ‘“'Walk-N-Joy.” Adams, 


Shoe Co., has 


perin new 
casual 
I rank 
formerly of Selby been 


appointed manager of Lisbon Shoes, 


Ine 


No Longer Sells Buckle Line 


READING, PA Effective 


the Dellinger Sale 


February 1 
Co., Ine., here, will 
suckles 


according to 


no longer represent Precision 
of Providence, R. I 


Dellinger My 


Ine 
Dellinger’s 
Preci 
New York, Pennsylva 
Ten 


. Eugene 


company formerly represented 


sion Buckles in 
nia, Maryland, Virginia, Ohio and 


nessee 





‘ or ‘, that so many of the employes have 
Crawford Press Honors 25-Year Employes tone reccris'or‘service 
The Crawford Press, which moved 
to Brockton last year, specializes in 
creative printing for the shoe indus- 
try, and serves many of the most 
famous shoe companies in the east. 


John A. Frye to Close 
Palestine Boot Plant 


MARLBORO, MASs. John A. Frye 
Shoe Co. of Marlboro, men’s shoe 
manufacturers, plans to close its 
plant in Palestine, Texas, and con- 
solidate production of cowboy and 
riding boots in its local plant. 

Donald A. Ireland said the move was 
made possible by the remova! of John 
Addison Footwear, Inc., from Frye’s 
five-story Marlboro plant. Addison 
recently purchased the former Bren- 
nan Shoe Co. plant in Marlboro and 


Left to right—Frederick C. Croto, Jr. and Guilford Churchill receive engraved has vacated the two stories it occupied 
gold watches as 25-year service awards from C. Raymond Nelson, treasurer, and *t the Frye plant. This will afford 
Allan F. Crawford, president of the Crawford Press, Inc., Brockton. Frye some 20,000 square feet of ad- 
ditional floor space, Mr. Ireland said. 
BROCKTON, Mass.—At the annual Crawford, president of Crawford The move is expected to be completed 
Christmas party and dinner given by Press, made the presentation on behalf within the next 30 days and _ will 
the Crawford Press, Inc., of Brockton, of the company, and Joseph Wolfert eventually result in a 75 per cent 
two employes were specially honored on behalf of the employes. increase in the company’s Marlboro 
in recognition of their 25 years with Mr. Crawford, in his presentation, pairage output. Mr. Ireland said he 
that company remarked that it was a matter of great plans to employ an additional 50 
Frederick C. Croto, Jr., and Guilford personal pride to him and to C. Ray workers and bring the company’s total 
Churchill were presented engraved mond Nelson, as owners of the Craw to 325. The Palestine plant had heen 
gold watches by the company, and wal ford Press, that the company has con in operation for the past three and 
lets by their fellow employes. Allan F.  sistently operated at full capacity, and one-half years. 





One of America’s Finest Resources for 


* SAMPLES 
PARADE | * JOB LOTS 


MAJORETTES 


STYLE 76 * CANCELLATIONS 


Sizes 3% thru 10 


A’ & ''C"’ widths , ae fe 
riced ot 4.75 Branded Shoes- first quality 


STYLE 6611... Misses’ from outstanding makers 
Sizes 12 thru 3 
B’' & ''D"' width 
Priced at $3.55 IDEAL FOR 
Children's Cancellation Stores 


Sizes 82 thru 12 ™ 
D width Drive Ins 


Priced at $3.55 Bargain Basements 


x Infants 
“ — Sizes 4 thru 
8-"'D'' width 
} Priced at $2.95 
j Ilustrated Catalog 


on request THE NATION’S FINEST 


Made by folks who know fine bootmaking CANCELLATION SHOES 
ACME BOOT COMPANY, Inc. 79-8) READE STREET + NEW YORK 7, W Y 


* Cable Address: ALBARISHOE + Phone WOrth 2-5180 
Clarksville, Tennessee 
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Business Is Discontinued 
By Huber Slipper Co. 


AVISTON, ILL.—Huber Slipper Com- 
pany, here, for 25 years a manu- 
facturer of men’s slippers and casual 
shoes, ceased manufacturing footwear 
and discontinued business effective 
January 18, according to an announce- 
ment by Lawrence F. Huber, secretary 
of the company. 

Reason given for this action was to 
convert the company’s assets into cash. 
The business will be sold as a unit or 
the buildings and equipment will be 
disposed of individually. 

Established October 12, 
Louis, the Huber 


1932, in St. 
Slipper Co. moved 
March 1, 1936, to its present location 
in Aviston. Net worth is reported to 
have increased from $10,000 to $250,- 
000 in 25 years, with sales for 1956 
amounting to $375,000. Huber slippers 
and casuals have been sold nationally 


through 2200 retail shoe stores and 
department stores. 
Officers of the company are John 


P, Huber, president; Raymond L. 


Huber, vice-president; Lawrence F. 
Huber, secretary and sales manager; 
J. C. Kappel, treasurer. 


Made Fashion Coordinator 
Of Delman Shoe Co. 


New York—Rubin Adler, 
of Delman Shoe Company, 


president 
Division of 


Altschul Workers Gather for a 





Executive, sales and office personnel of Julius Altschul, Inc., 
party at the Hotel Granada, Brooklyn, 


gathered for holiday 


N. Y. Seated around the table, left to 


right, they are Samuel Koenigsberg, William W. Arnoff, Kathryn Boyle, Morris 
Bucholtz, Charlies Henze, Anthony Pallone, Joseph Mirable, Stephen J. Altschul, 


Jerome A. Altschul, 


Monroe Eisenberg, George Bernstein, Abe Horvitz, Joseph 


Moses, Rose S. Sennett, Salvatore Stroface, Gertrude Weber, Anthony Arcuri and 
Catherine Kruithoff. 





General Shoe Corporation, has an 
nounced the appointment of Mrs. 
Helene Obolensky as fashion coordina- 
tor of Delman, 

Mrs. Obolensky is well known in the 
fashion field here and abroad as a 





from 


IMPORTANT ANNOUNCEMENT 
FOR RETAILERS IN 


S. Dakota, Nebraska and Western lowa 


you can now get immediate 
in-stock service on famous 


w,. ‘ 
+tiskios ° and Hate 


HARBECK FOOTWEAR COMPANY 


216 Pearl Street, Sioux City 12, lowa ¢ Phone: 8-8611 





GALLUP SURVEV 


ESQUIR 


BOOT POLIS 


fashion editor of the French 
magazine “Silhouette” and Town & 
Country in America. She joins Delman 
from Elizabeth Arden where she was 
fashion coordinator of the couture 


former 


department. 







REVEALS 
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ARMORITA 








CHICAGO BOSTON 





An original genuine shrunken 
grain aniline Kip with a dis- 
tinctive pebbled pattern. 





ARMOUR LEATHER CO. 





NEW YORK 











@ Fast IN-STOCK service 
on sizes 1-7, A, B, C, 
D & E widths 

®@ Genuine GOODYEAR 
WELT construction— 
to retail $5.95-$6.95, 
most styles 


@ All shoes manufac- 
tured in our own 
modern plant 


WRITE FOR 
FREE CATALOG 


THE WILLIAM BROOKS SHOE CO. 


NELSONVILLE, OHIO 
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SHOW-CARD NEEDS 








DO-IT 
YOURSELF 


Display signs 
gummed 
paper Numbers j 
and Characters. Mois- | 
ten and Mount | 


Pre-cut 
letters 


with 





Starter Kit A Z 
2500 Red and Black Letters. 35 of each in 
sizes 44° —1'4” IN DIVIDED CASES 


Sizes Available $1 7.95 satisned 


%” to 6” Users 


FRUCHEY SERVICE COMPANY 


Box 4618, Napoleon, Ohio 




















BOX HANDLERS 





YOU 
REACH 


THE 


HIGHEST 
BOX 


with LONG ARMS 
by any other method 


quicker, easier, safer, than 
And you return the empties 
upside down Long Arms with any handle 
length up to 60°’, $3.50; with 72" handles, $4.50. 
Postage prepaid in USA. Specify handie length 
desired and if for men's or women's boxes 
Satisfaction guaranteed Your jobber or 


CARL BEEMAN 
Cedar Heights Road Stamford, Conn. 





SHOWER SHOES 








pe LADIES’, BOYS’, SHOWER 
CLOGS 


POPULAR PRICED 


STAPLE YEAR ‘ROUND SELLER 
SEND FOR CATALOG OR JOBBER'S NAME 








WOODSCO, Inc. SINSINNATI 12 
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E. T. Wright Sales Contest 
Won by Ed Carrol 


ROCKLAND, MAss. E. T. Wright 
and Co., Inc., makers of men’s quality 
shoes, has announced that Ed Carrol! 
of Los has won the Wright 
sales contest for 1956. In presenting a 
solid gold Movado watch to Mr. Carrol, 
President Leo McCarthy said: 


Angeles 


ED CARROL 


“Ed Carrol has done a remarkable 
job in selling Wright Arch Preserve) 
hoes in the past four years. He joined 
ky. T. Wright & Co., Inc., in January, 
1953, after heavy combat duty in the 
Korean war. He had had previous shoe 
fitting experience in some of the finest 
However, he 
training 


tores on the west coast. 
was given thorough factory 
in the manufacture and particular sale 
features of Wright Arch Preserve 
hoes before going on the road 

“Ed Carrol] first 
tant to Peter Fishpaugh 
Wright Arch Preserver 


coast 


served aS an assis 
handle 
the 
ago, he wa 
which in 


who 
shoe on 
west Two 
assigned h own 
cludes the entire area west of 
with the exception of Seattle, Portland, 
Francisco and Los Angeles. Dur 
ing the past four years, he has done 
an excellent job for the company and 
of the reasons for his win 
ning the contest in ’56 was the numbe1 
of new accounts that he opened in his 
territory.” 


yea! 
territory 
Denve: 


San 


one prime 


To Supervise Quality at 
Twenty Juvenile Factories 


St. Lours—D. Robert Gillilan has 
been appointed assistant general super 
intendent of the juvenile manufactur 
ing division of International Shoe Com 
pany. 

In the 
Gillilan 
supervision of plant 
juvenile factories of the company. He 
the activities of eight 
quality roadmen in the division. His 
headquarters will be in St. Louis. 

Mr. Gillilan has been with Interna- 
tional since 1926, having started as a 
the Higginsville 


position, Mr 
responsible for the 
quality at 20 


newly created 


Ww il] be 


Ww il] also direct 


production worker at 
plant. 


Bue Joins Westport Division 
Of Brown Shoe Co. 


St. Louts—James J. “Jerry’ 
has recently been appointed sales rep- 
resentative for the Westport division 
of Brown Shoe Company. He will 
cover Colorado, Montana, Wyoming 
and North and South Dakota. 

In this territory, Mr. Bue succeeds 


’ 


Sue 


Whe Lf 


JAMES J. BUE 


Lloyd Premac, who is now traveling 
for Westport in the northwest, replac- 
ing Dick Duvall there. 

Mr. Bue has had more than 10 years 
of experience in the retail shoe busi 
ness. He formerly served as a buye1 
for King’s Shoe Stores in Idaho and 
with Gamer’s Shoe Stores in Montana 


Hood Salesman Transferred 


Boston—Henry J. Smegiel has joined 
the Boston footwear branch of 
the Hood Rubber Company, a division 
of The B. F. Goodrich Company, after 
several years as a salesman with the 
Hood ( hicago footwear branch. 

He has maintained 
Reservoir Avenue, 


sales 


457 


Rhode 


residence at 
Cranston, 


HENRY J. SMEGIEL 
Island since 1940 and his new transfer 
will enable him to occupy his residence 
regularly, 

His formal] 
dett College 
3oston, Mass. 
Rubber Company, he was office mana- 
supply firm. 


education was at Bur- 
and Suffolk University, 
Prior to joining Hood 


ger for a Providence, R. I., 
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Where 
— WBUY 


MEN'S SHOES 

















HARBECK Footwear Co. 


216 Pearl St., Sioux City, lowa 


are distributors for SHAW NATION- 
ALLY ADVERTISED men’s shoes in 
Western Iowa, Nebraska, North and 
South Dakota and Minnesota. Styles 
to retail from $8.95 to $12.95. We 
have a complete floor stock of all 
Shaw shoes, in widths! Write 
TODAY for details. 


New three 

eyelet underlay 

pattern, soft brown 

long-grain leather, black 

French cord binding around 

quarters and vamp underlay, natural 

welt, white stitch on welt, right and left 

quarters, steel arch, full grain insole, 

Pacifate twill lining, leather sole, on 
Shaw's No. 14 combination last. 

IN-STOCK. 


M. T. SHAW, Ine., Coldwater, Mich. 





JOBS 





For Over 41 Years 


Headquarters For 


‘CANCELLATION 
STORES 


Quality Brands 
Largest Stocks All Price Ranges 


~ tne 
MOSINGER-COHN 


1235 Washington St. lLovis 3, Mo 


Lowest Prices 





February |, 1957 


Made Office Manager of 
Roberts, Johnson & Rand 


GENE LEMASTERS 


Mr. Lemasters, 
manager of the Roberts, Johnson & Rand 


division of International Shoe Company. | 


Mr. Lemasters, who joined the company 
in 1950, succeeds the late George 
McCaslin. 





Scranton Wholesale Firm 
Opens New Headquarters 
SCRANTON, Pa.—A cocktail party for 
approximately 700 guests and custom- 
ers marked the opening of the new and 
modern showroom and warehouse of 
Arenberv-Plotkin Shoe Co., at 336 
Penn Avenue, here. 
The recently acquired 
tains 27,000 square feet of floor space 
of which 2000 are utilized for display 
rooms and offices. The showroom, situ 


location, 


structure con 


ated on a 
front, is 
and is 


corner carrie an 


completely air-condi 


to be one of 


all-glas 
tioned, considered 
the most 
country. 

The Arenberg-Plotkin 
just 


modern display rooms in the 
Shoe Co has 
rounded out 30 years in the shoe 
jobbing field. The principals, Louis FE. 
Arenberg and Joseph G. Plotkin, have 
been partners in this 
1926, 


enterprise since 


its inception in 


Aleck Stein Acquires 
Control of Stein-Sulkis 


HAVERHILL, Mass. Aleck Stein, 
veteran Haverhill women’s shoe manu 
facturer, has acquired control of Stei: 
Sulkis Co., a 
producer, 

Mr. Stein, who has 
of the firm for the past 16 yea 
he helped found it, 
interests of nl 
founder, Emanue! H 
firm. 


Stein ha 


leading Haverhil! 


been trea 
p irchase a 
partne) and CO 
Sulkis, president 
of the 

Mr. 


dent 


taken over as pre 
irer of Stein-Sulki 


and trea 


which currently 


in the 


emplo 100 worker 
manufacture’ of women’ 
foot NCAT! There 


change In personne Dh 


medium-priced style 
will be no 


operating policy. 


recently named office | 











IN STOCK SHOES 





PROFIT POINTERS! 


BLACK and WHITE SERVICE SHOES 
For NUNS and NURSES and 
INSTITUTION WORKERS 


708—Biack Smooth Plug 
Oxford Wedgie 
Crepe Sole. 6-10; 


ALWAYS 
IN STOCK 


\ 
a A 
a 


707 White Elk 
Piug Oxford 
Wedgie Crepe Sole 
Same Sizes and Widths 
Convents 


Hospitals 
of f ‘ 


prospects fo 
Sell them 


Plants mean hundreds 

service shoes in your com 
keep them sold with at 

jurable Smiteze service styles 


MADE BETTER GMITEZE WEAR BETTER 
GREAT LAKES SHOE CO. 


OCONTO WISCONSIN 


munity 
tractive 








Everyone Who Knows Comes to BARIS 
SURPLUS SHOE STOCKS 
from best sources always on hand 
at action prices 
B qf. R | Ss) THE NATION'S FINEST 
©) CANCELLATION SHOES 


79-81 READE ST. N.Y.7 + WO 2.5180 





SEE PAGE 62 

















Where | 
“BUY | 


FOR SALE 























O,,dinarily, we would use this space 
to remind you to order our fine 

HUBER Slippers and Casuals for men. 
Vot thi 


time! 


Business has been so good that 
Pop's decided to sell out 


jor cash and retire! | 


We will sell our business as a unit. 
Or, you can buy the 13,000 sq. ft. 
modern daylight factory and other 
If interested, 


’ 
equipment write me | 


Larry F. Huber 


Secretary and Sales Manager 


HUBER st iprer Co., AVISTON, ILL. 











Former Hunt-Rankin 
Lowell Tannery Sold 


Prasopy, Mass.—-The former Hunt- 
Rankin Leather Co, tannery § and 
property in Peabody, idle since early 
1955, have been sold by Irving Tanning 


Co. of Boston to a group of New 
England businessmen who plan to 
erect a freight terminal and ware 
house. 


down in 1955 
purchased by 
possible re- 


Hunt-Rankin closed 
and the property was 
Irving Tanning Co. for 
modelling and expansion of the latter’s 
tanning operations in Peabody. 


Joins Ouimet Stay Co. 


BrocKTON, Mass.—Arthur’ Rivoire 
has joined the staff of Ouimet Stay & 
Leather Co. and Ouimet Welting Co., 
both of Brockton. He was formerly 
associated with United Stay Co. of 
Cambridge, Mass. 

Mr. Rivoire will serve as_ sales 
manager and buyer for the Brockton 
firms 





Buy Bonds 
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To Sell Desco Shoe Lines 
In North and South Carolina 


New York—J. Owings has been ap- 
pointed sales representative in North 
and South Carolina by the Desco Shoe 
Corporation of New York, according to 
Jerry Kramer, sales manager. 





J. OWINGS 


Mr. Owings will carry all the lines 
of the Desco Corporation and its sub- 
sidiary, Rex Shoe Co., Inc.: Revela- 
tions, Thrillmates, Darlin’s, Quo Vadis, 
Avanti, Revelations Debs, Thrillmates 
debs, Desco Debs, slippers and booties. 

He was formerly associated with 
Honeybugs and Prima Footwear. 


Appointed Fashion Director 
Of Selby International 

PORTSMOUTH, O.—Else Metzger has 
been named overseas service and fash- 
ion director of Selby International, 
Inc., it was made known by Roger 
Selby, president of Selby International, 
Inc. 





ELSE METZGER 


Miss Metzger, who will conduct a 
fashion and market service, will have 
headquarters in the firm’s Empire State 
Building office, New York. 


Hungarian Refugees Helped 
By International Shoe Co. 


Sr. Lourts—During January more 





than 2900 Hungarian refugees sta- 
tioned at Camp Kilmer, N. J., received 
new shoes provided by International 
Shoe Company in response to an ur- 
gent emergency request by the Ameri- 
can Red Cross. 

James Lee Johnson, a vice-president 
and director of International, ordered 
the shipment of shoes, most of which 
were new but slightly damaged. Mr. 
Johnson pointed out that the footwear 
was from inventories which could not 
be shipped to International customers. 

Frederic S. Laise, Red Cross Mid- 
western Area manager, wrote Mr. 
Johnson: “The generosity of your gift 
was heightened by the rapid and effi- 
cient way in which the shoes were 
packed and shipped to Camp Kilmer. 
By doing this, you made it possible 
for us to meet a real emergency situa- 
tion. 

“Our grateful thanks go to you and 
your company for your great help to 
these unfortunate victims of persecu- 
tion who hope to build a new life in 
yur own country.” 


Refugees to See Film 
Picturing Their Escape 

LANCASTER, Pa.—A film of a tele- 
vision program sponsored by the 
Armstrong Cork Company has been 
shipped to Frankfort, Germany for 
showing to seven Hungarians whose 
escape from their Communist-domi- 
nated homeland was dramatized on the 
program. 

The program “Flight Number 387 
From Budapest” was presented 
November 13 on the Armstrong Circle 
Theatre, a semi-monthly, hour-long 
television show about real life happen- 
ings in the news today. 

The seven Hungarians escaped from 
Budapest by taking over a commercial 
airliner in flight near the Germany 
border and flying it to Western Ger- 
many the afternoon of July 13, 1956. 

The television film was mailed to the 
American Consulate Genera] in Frank- 


fort, Germany, at the request of 
Crusade For Freedom, a_ non-profit 
organization established to lend aid 


and encouragement to people seeking 
freedom in Communist-dominated 
countries. 

Circle Theatre is carried over nearly 
100 stations of the National Broad- 
casting Company network every other 
Tuesday. 


Named Sales Manager 
Of Leather Firm 


New YorK—The Vasce] Leather Co., 
Inc., 315 Fifth Avenue, has appointed 
Carmine Carrese, as production and 
sales manager of the Gloversville 
office which is located at 97 South 
Main Street, Gloversville, N. Y. 

Vascel Leather Company manu- 
factures leathers for men’s and ladies’ 
garments, gloves, and handbags. 


Boot and Shoe Recorder 











SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








OPPORTUNITY! 


We have several openings for side line rep- 
resentatives for our wonderful line of open- 
stock, in-stock low priced Juvenile Footwear. 
All open territories are well established. 
6% commission, plus bonus. Write: 
NEIL CARLSON, SALESMANAGER 
SEABOARD NATIONAL SHOE COMPANY 
529-535 W. Pratt St., Baltimore 1, Md. 











SALESMEN WANTED 


Carry seven infants’ Soft Sole Shoes, STOCKED, 
to retail $1.60 to $1.95. WHITE WASHABLE ELK, 
fine quality, good shoemaking, attractively boxed 
iberal commissions opening orders, same on mail 
orders. Ideal for non-conflicting lines, State ter- 
ritory desired. Dependable are commis- 
sions paid promptly. Corr 
Reply to Box 893, BOOT ane SHOE RECORDER 
1221 Locust Street, St. Louis, Missouri 








SHOE SALESMAN. 
Wanted by Manufacturer 


Of Nationally advertised fine line of baby soft 
soles, first steps and walkers. includes strong 
Spring and Summer sellers. Ideal sideline. At- 
tractive commission. Reply with references. 


a to Box 868, BOOT & SHOE pecoapen 
hestnut & 56th Streets, Philadelphia 39, 














SALESMEN WANTED 


WHO ARE INTERESTED IN CARRYING A 
VERY SMALL LINE OF WELL-STYLED §$2 
and $3 HOUSE SLIPPERS FOR THE FOL- 
LOWING STATES: Arizona; Florida; Minne- 
sota; Nevada; New Mexico; No. Dakota; 
So. Dakota: Oklahoma; Utah; West Virginia; 
Wyoming 

Reply to Box 903, BOOT & SHOE RECORDER 
Chestnut & 56th Streets, Philadelphia 39, Pa. 











CARRY FOUR SAMPLES MEN’S ARCH SUP- 
PORTS, all stocked. Retailer can sell at four 
and five dollars and double his money. MADE 
SUCCESSFULLY EIGHTEEN YEARS. Ideal for 
non-conflicting line. Liberal commissions open- 
ing order, also mail orders. Established manufac- 
turer, commissions paid promptly. Correspondence 
confidential 

Reply to Box 894, BOOT & SHOE RECORDER 





1221 Locust Street, St. Louis, Missouri 











| 


| 





SHOE SALESMEN 
Wanted to sell Established New England 
Manufacturer's Popular Line of Men's 
Shoes to Dealers, retailing from $5.95 to 
$7.95. Excellent opportunity. States and 
territories set up as desired. Write for 


particulars. Please state background. 


Reply to Box 901, BOOT & SHOE RECORDER 
Chestnut & 56th Streets, Philadelphia 39, Pa. 





SALESMEN WANTED 


To carry line of Chiidren's Pre-Welts and 

Cements. Luther Brand, Stock and Make Ups; 

Commission basis. Can be carried with 

non-conflicting Line. Established territories: 

Kentucky, Ohio, Minnesota, Okiahoma and 

Texas. Reply, with references. 

THE KEPNER SCOTT SHOE CO., INC. 

Orwigsburg, Pa. 

















SIDELINE SALESMAN WTD. 











EXCELLENT 


Opportunity Handle Side-Line imported Leather 
Lined Promotional Men Shoes Retailing $7.99, 
$9.99 (Calfskins). Salesmen must have excellent 
following Dept. Stores, Chains. Sure fire poten- 
tial proven last PPSS. Some leads. State refer- 
ences, territory. 


Reply to Box 902, BOOT & SHOE RECORDER 








Chestnut and 56th Sts., Philadelphia 30, Pa 





WANTED TWO SIDELINE SALESMEN 


To sell Miller Shoe Trees and Cordo-hyde 

Laces in the following territories: 

|. Virginia, West Virginia, Maryland, Del 
aware, Washington, 


2. Tennessee, No. and So. Carolina, Alabama, 
Georgia, Florida. Write: 


0. A. MILLER COMPANY, Plymouth, W. i. 











ALESMEN WANTE D: WILL GIVE 

DRAWING ACCOUNT TO EXPERI 
ENCED MEN who can produce and have es 
tablished following in these territories: Ohio, 
Kentucky, Tennessee, Georgia, Virginia. Nation 
ally known distributor with facilities to fill 
orders immediately. Strong competitive Line 
of Men’s Dress and Work Shoes in medium 
and lower-priced field. Furnish background 


which will be held in confidence. Reply to Box 


891, Boot and Shoe Recorder, Chestnut & 56th 
Sts., Philadelphia 39, Penna. 

XPERIENCED SHOE SAL E SMAN: South 

ern Illinois territory, including St. Louis, 
Missouri. Established line of Men's and Boys’ 
Work and Dress Shoes. Liberal commission and 
guarantee basis. Give trade references and ex 
nerience. JUNG SHOE MFG. CO., Sheboygan 
Wisconsin. 

Y*A\LESMEN WANTE D TO CARRY OUR 


FAST SELLING Men's Dress Shoes which 
Wholesale between $4.00 and $5.50. Only men 
now living and calling in the territory can be 


considered. Drawing account. State experience 
Territories open: Michigan, Illinois, and In 
diana. Reply to Box 890, Boot and Shoe Re 
corder, Chestnut & 56th Sts., Philadelphia 39, 
Penna. 





| 


| 
| 


HOE ORNAMENTS, BOWS AND FOOT 

SOX. Pocket size samples. Manufacturer 
offers highest commission. Reply to Box 556, 
Boot and Shoe Recorder, Chestnut & 56th 
Streets, Philadelphia 39, Penna 


ANUFACTURER OF CHILDREN’S Pre. 


Welts, Cements, Bon-Welts; in-stock and 
make-ups. Commission basis. New England and 
other territories open. Priced for both volume 
and small buyers. KUTE KIDDIES SHOE 
COMPANY, 95 Bridge Street, lowell, Mass 





POSITIONS WANTED 








BUYER-MANAGER 


Presently in charge of Family Shoe Depart- 
ment in Metropolitan Department Store 
Prefer to buy and manage for better Women's 
Shoe Department or store. Age 41, Married, 
Good Promoter. Will double your volume in 
time 

Reply to Box 608, BOOT & 


0 SHOE RECORDER 
Chestnut & 56th Streets, 


Philadeiphia 39, Pe. 











CLASSIFIED 
ADVERTISING RATES 


UNDISPLAYED 
20¢ a word 
Minimum (18 words) . .$3.60 
Box number, extra... .$2.40 
Your name and address 
charged at word rate. 
Street number one word 


DISPLAYED 
$14 per inch 
Maximum, 46 words to the 
inch. All material must be in 
our office 20 days prior to 
publication date. 
NOTICE: 
Classified Advertising 
is payable in advance 








Chestnut & 56th Sts. 
Philadelphia 39, Pa. 


Here is my want-ad: 


Name (please print) 





ORDER BLANK 


BOOT AND SHOE RECORDER 


Please check if box No. is Wanted [7] | 


City 


State 


Enclosed is Check 1) 
Money Order (1) 








February |, 1957 


5 














FOR SALE MERCHANTS’ NEEDS WANTED TO PURCHASE 






































FOR SALE NEW ACE PATENT LEATHER “88” | | | MORRIS hpay-wagl 
f p . tp ° erly w oe Ce. 
ADRIAN X-RAY at 7 100°7, A Liquid Polish Made Expressly for ormers NOW LOCATED AT 
N GOOD CONDITI IN | 157 DUANE ST., N.Y.C. 
PATENT LEATHER Telephone REctor 2-4249 
BARNEY'S SHOES : , , Highest Prices Paid for 
166 Main Street, Hackensack, N. J Dries quickly, cleans, polishes, Complete Stores & Closeouts 
Phone: Diamond 2-6721 and retards cracking. Leases Assumed 
| | Price $3.40 per doz. Parcel Post 7 
F OR SALE: FAMILY SHOE STORE, large Prepaid. 1 Oz. Bottle does 50 pr. 
Massachusetts city; reason for selling, other 
interests. Asking price $11,500. Rent $300 Single bottle 50c. 
month Main Street location. Grossed $32,000 F BUY 
in 1955. MINUTE MAN REALTY COM 
PANY, “ Merrimack Street, Lowell, Tele ACE SHOE DYERS | Ww 
yhone: G 2.7896. 
m nites 140 West 42nd Street, New York 36, W. Y. 
Your BRANDED 


[ UNO! CITY, POPULATION 20,( 
t ‘ tore 


(owe retiring Wil sacrifice 


and DISCONTINUED 
Late =p Oe | SURPLUS STOCK 


A Soth Sts, Philadelphia 39, Penna. | PRICE TICKETS | | neal 
— Swivel Clips — 
FOR SALE: FAMILY SHOE STORE, Bs =e “DAYGLO" BANNERS LOmbard 3-2062 
Véiume sate ete | | Qamply| °scsra%.8" || | CAMITTA SHOE CO. 
wr interests. Reply to Bon 992 MERCHANTS’ SERVICE 120 No. 4th St. Phila. 6, Pa. 


lock cenit Dinan: Mecaiiae themes i Goa tee FREE 209 So. State St., Chicago 4 


J ide i 39, Penna 











ximatel $45,000 with a greater 
Rent $150.00, graduating to $165.00 
i { 
































7 AMILY HOE STORE Located East Pales } 
he, Ohio: Clean Stock; Good Lease, $15,000 LINE WANTED CASH PAID FOR 
Reply to Box 899, Boot and Shoe. Recorder, | SHOE STORES 
( tnut & S6th Sts., Philadelpl Penna AMILY MAN 6, REFERENCES, 1 
a nme | FEARS’ EXPERIENCE retailing family CLOSE OUTS, JOB LOTS 
| ho manufacturing, buying elling Desire SHORT LEASES ASSUMED 

A‘ Cop lr DEATH OF PARTNER WILI Line _ 3 rag or ae | ith ( a B. SABIN 

! I Fast G ving Wome ic i eply o Box 900 hoot nd SI < P 

e Store. Buyer needs $20,000. THI ler, Chestnut & 56th Sts., Philadelphia 39 101 DUANE ST. NEW YORK 7, N. Y. 

BOOTERY, Lake Worth, Florid Penna Telephone WOrth 2-2515 

















PARTNER WANTED First 1957 Baby Gets MERCHANTS’ NEEDS 
Complete Outfit 



































WANTED WORKING PARTNER, with FALL River, MAss.—Martin & Sul- 
apital, for new retail shoe venture in De _ : ,¢ > Nor ai $+ roo 
troit Prefer middle age or retired gentleman livan Shoe Shop, 16 North Main Stree t, { : 
Qualified by retail or factory sales experience greeted the city’s first 1957 baby with Gi Ss AND ( CUS 
lease submit recent photo and resume by mail | the gift of a pair of shoes. This was | r " 
to: WALTER McNALLY, Ethical Pre | ~ tj ith 24 st FOR, YOUR, 
ription Shoe Fitters, Allen Park, Mic higan aone in cooperation witn <2 stores, | ISDAD / - 
| each offering a gift to provide a com- | NEWSPAIT EP, ADVERTISING 
plete selection of everything the new | —if youadvertisein newspapers 
arrivel might seed. ; _ | | write today for free samples of 
POSITIONS WANTED The lucky baby, according to rules 
of the offer, had to be born in the 1. Sterling Shoe Mat Service 
Greater Fall River area, which com- An outstanding service of 
yy! G, AGGRESSIVE EX-SERVICEMAN prises a number of surrounding towns. carefully written copy, photo- 
yan S.S. Degres, aad §5 years: ¢ age mg It had to be born of residents of that graphs and beautiful art work 
e. Reply to Box 897, Boot and Shoe area. for direct mail and news- 
m Chestnut & 56th Sts, Philadelphia 39 . paper advertising. 
one * 
Building New Shopping Center 2. Vincent Edwards Idea Clipping 
Corpus Curisti, Tex.—The Melville Service 
BUSINESS OPPORTUNITY Shoe Company and Richardson’s Shoes, Actual newspaper tear sheets 
Inc., have leased space in the new of ads of shoe stores; you se- 
Parkdale Plaza Shopping Center, lect the exact stores and 
YURCHASER, MERGER, OR MANAGER which will be completed early this cities you want to see or 
NEEDED for Weill Established ithern spring. leave the selection to our ad- 
Wholesale Shoe Business Doing Volume of vertising staff. 
$5 annual Action nece i lue t 
leat f et Broke ( Unior treet, 7 ¥ = 
Nashville, Tennessee Shoe Business Chartered VINCENT EDWARDS & CO. 
sain seniniehe nae snk nian SHAWNEE, OKLA.—The Pratt Shoe World's largest advertising 
g . 2100S FIR N 0 IUTRAS . 3 ." : : : : 
V, ENTRAL AMERICA, interested in repre. | Store has been chartered here with a service organtantion 
enting, importing or distributing first class, | capital stock of $20,000. Incorporators 342 Madison Ave. 
mediu riced shoes. Reply to Box 896, Boo ‘ cael - “ene "f 
and Shoe Recorder, Chestnut & 6th Sts., Phila. wo W gs h Pratt, Ire ne J. Pratt New York City 
delphia 39, Penna |} and Quentin W. Cornwell. 
96 Boot and Shoe Recorder 

















WANTED TO PURCHASE 


WANTED TO PURCHASE 


WANTED TO PURCHASE 








BETTER 
CALL “UNCLE” 
LOUIS 


For the answer—phone or write 


LOUIS CAMITTA & SON 
91 READE 8T., NEW YORK, WN. Y. 


WO 2-5063 
formerly with $. CAMITTA & — 
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THE NATION'S FINEST 
GANCELLATION SHOES 


Y 


\ 


NS 





BARIS BUYS for CASH 
Quick decision on your offers of discontinued and 


8 A ee { S$ surplus men's, women's and children's shoes. 


Also complete stores considered 
Jobs in Fine Shoes From Fine Sources Since 1931 


79-81 Reade St. * New York 7, WY. 


MJ. 


TOP CASH 


PRICES 


¢ surpius SHOES 
CANCELLATIONS 
COMPLETE STORES 


Write or wire for fast ac 
tien . . . quality men's, 
women's and children's shoes, 


ne Footwear FOR OVER 41 YEARS 


MOSINGER-COHN 


1235 Washington St. Lovis 3, Mo 











* Tel: WOrth 2-5180 








CMM 












Max L. Meltzer, Pres. 


WE PAY MORE f..au5s0 WE ARE RETAILERS 


WE BUY MEN'S, WOMEN'S AND CHILDREN'S BRANDED SHOES. 
FOR QUICK ACTION WRITE, PHONE OR WIRE COLLECT 


HEMPSTEAD SHOE CO., INC., 269 FULTON AVE., HEMPSTEAD, L. I., N. Y. 





Ivanhoe 1-9830 








WE BUY CLOSE OUTS 


Phone or wire 
collect 


B. & R. SHOE CORP. 
74 READE STREET 
NEW YORK 7, N. Y. 
WOrth 2-6358 





B.& R. PAYS THE LIMIT 


COMPLETE SHOE STOCKS c 
LEASES ASSUMED 
YOUR NAME PROTECTED 


A 
Ss 
H 


Ben LaMonica 
Ralph Vogel 





DEAL WITH CONFIDENCE 
WITH THE ORIGINAL 


SAM CAMITTA & SONS 





New Address 138 Duane St. 


COrtiandt 7-6378-9 New York 13,N.Y. | 


Foremost Cash Buyers of Fine 
Shoe Jobs Since 1906 


Surplus Stocks ® Closeouts © Complete Stocks 
Your Name and Brand Protected 


February |, 1957 





TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 


EDDY SHOE COMPANY 


ALWAYS RELIABLE 
132 No. 4th S#. Phila. 6, Pa. 
Phone: LO 3-9533 














MY HOBBY 
Buying, Selling Shoes for 37 years 
CASH TOP PRICES 


For Discontinued Stocks 


HARRY HESS 


76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! Beekman 3-767! 














Lap 


FOR CASH 


¢ Quality Shoes ¢ Complete Stores 
v/v CLOSEOUTS OR SURPLUS 
from Mfr. or Retailer 
Any Quantity . . . Any Timel 


For Quick Action, 
Write, Wire or Phone 
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CE 1-3762 


QUALITY SHOES SINCE ‘32 
“WHILE IN TOWN SEE WEIL" 


CE 1-4898 


for 

« closeouts 

¢ surplus 

¢ discontinued 
lines 


* complete stores 


BROITMAN- 
GAFFIN SHOES 


ine, © BE 3-7290 
146 DUANE $1T., N.Y. C. 





WE PAY CASH 


for your 
* SURPLUS STOCK 
* DISCONTINUED LINES 
* CLOSE-OUTS 


Entire Stock or Portion 
High Quality Shoes Preferred 
Ladies’ * Men's * Children’s 
BARSH & CO. ‘isc’. 
© Phila. 6, Pa. 
Write or PHONE - MA 7-1666 











ARRONSON 
PAYS MORE 


FOR YOUR JOB LOTS & CLOSEOUTS 
YOUR NAME & BRANDS PROTECTED. 
LEASES ASSUMED FOR OPERATION 


NOTHING TOO LARGE OR TOO SMALL 


George J. Arronson Associates 
157 DUANE ST., NEW YORK, W. Y. 
RECTOR 2-4170-4171 
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FINEST BALLET 
ON THE MARKET 





SOLE—ALL COLORS— 

M-N WIDTHS IN STOCK 

MADE IN HOLLYWOOD 
SAME DAY DELIVERY 


—_—_—_—EerereSeeraeraeea aeeeeeeeeeereeeoaOeee Oe ere 


Washington 
Newsreel 


(CONTINUED FROM PAGE 32) 

In a recent ruling, the agency said 
that anything less than a general plan 
of making advertising and other al 
lowances on a strictly equal basis to all 
retailers is illegal. The ruling was 
made in outlawing an advertising plan 
of a New York food importing firm. 

The firm, in attempting to introduce 
a new line of food products, had sought 
to negotiate a separate advertising 
allowance program with each retailer 
interested in handling the merchandise. 

Advertising allowance plans must be 
based on some standard—volume, time, 
or size of purchases—so that it can be 
proportionalized, but cannot be the re- 
sult of individual] and different agree- 
ments, the FTC says. 

* * o 

The prospects of higher freight rates 
are broadening as the effects of the 
first phase of the increases begin to 
be felt. 

Of the seven per cent “emergency” 
increase requested by the railroads, the 
Interstate Commerce Commission in 
near-record time has approved the full 
amount in the East and five per cent 
in the West and for cross-country 
shipments. 

The ICC also recently approved a 
four per cent ‘hike in most rates for 
less-than-carload shipments sent by 
Railway Express. 

Hearings on the remaining portions 
of the rate increase proposals of 15 to 
17 per cent are scheduled for March. 

Freight forwarders, who contract to 
ship merchandise by rail and truck, are 
expected to ask for similar rate in- 
creases, 

Emergency increases will soon be 
felt in higher freight bills and in- 
creased prices to dealers. You can 
express your views on the additional 
increases by filing a notorized state- 
ment with the ICC, Washington 25, 
D. C. 

7 . * 

The Eisenhower Administration will 
make another attempt to reduce the 
number of government reports re- 
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COAST BALLETS 
and BALLERINAS 


FEATURING THE "NO BUMP" IN 


PRICES AND SAMPLES ON REQUEST 





COAST BALLET MFG. CO. 


5104 SANTA MONICA BLVD., HOLLYWOOD 29, CALIF. 
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quired from businessmen by combining 
social security and tax 
turns. 

Congress will be asked to approve 
combining social security and income 
tax withholding reports into a single 
annual report. This was proposed last 
year, but Congress took no action on it. 

If approved, some 12 million detailed 
quarterly Social Security forms now 
filed quarterly by businessmen would 
be scrapped for a single annual report. 
Most employers would still have to turn 
over Social Security and Income Tax 
withholding funds to the government 
quarterly. The Government as well as 
business would save money. 

There is little or no opposition to the 
consolidated reporting plan. If it is 
approved, you can expect to save both 
time and money in record keeping. 
Officials expect savings to total about 


$40 million a year. 
* * ” 


income re- 


Postmaster General Arthur Sum- 
merfield will make another strong fight 
this year for increases in postal rates. 

The Post Office Department wants 
rates raised in order to wipe out some 
$460 million of its annual deficit. 

Businessmen, the largest mail users, 
would pay the biggest share of this 
extra postal revenue if increases are 
approved. 

Mr. Summerfield is writing what he 
terms a “revolutionary plan for a sub- 
stantially improved mail service.” 
Postal rate hikes are an important 
part of this plan. 

During congressional hearings on 
increased mail rates, a drive is ex- 
pected to increase the rate ‘for first 
class letter mail from three to five 
cents. Other classes would be subject 
to rates about one-third higher than at 
present under these proposals. 

An increase in first class letter mail 
would mean higher costs for mailing 
bills and quality advertising promo- 
tion pieces. An increase in third class 
mail would hit mailing promotions. 
Some small packages sent through the 
mail would also be affected by higher 
rates. 

There is no plan now to ask for 
higher parcel post rates, Mr. Summer- 
field says. 


from now, no retailer will 
ever have to take 


1¢ in markdowns 


© 1956 WELLCO SHOE CORP., Waynesville, N. C. 











Leading Shoe Manufacturers 
Show Gain in 1956 
(CONTINUED FROM PAGE 47) 


more than one-third of the industry’s 
total shoe production. 

Are there any “trends” that can be 
concluded from this study? On a 
shortrange basis (two or three years) 
some interesting developments show 
up, though they can’t necessarily be 
called “trends”. 

1) In pairage production, a gain 
was shown by the top five, the top 10 
and the top 20 producers. Each of 
these groups is getting a larger share 
of the industry’s total output than 
they did in 1955. 

2) The production gain shown by 
the top five (4.1 per cent), the top 
10 (5.6 per cent) and top 20 (5.0 per 
cent) is greater than the two per 
cent gain shown by the shoe industry 
as a whole. In short, the figures show 
that the “bigs” are getting a bigger 
bite of the production or pairage 
gains being made by the industry. 

3) The dollar sales gains shown by 
the top five firms (12.8 per cent) and 
the top 10 firms (12.4 per cent) are 
appreciably greater than estimated for 
the shoe industry as a whole. 

Summed up, it appears obvious 
that the “bigs” in the shoe manu- 
facturing industry are in every in- 
stance continuing to hold their posi- 
tion—their share of the total business 
—or are showing some gains in their 
position. The top 20 firms (out of a 
total of approximately 850 shoe manu- 
facturing companies) account for 
35.5 per cent of the pairage and 
about 55 per cent of the dollar volume. 


Boot and Shoe Recorder 
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Channeling and Lip Setting... 





Save space and labor, reduce noise, and improve 
quality with the new Goodyear Insole Channel- 
ing and Lip Setting Machine — Model A. 


® REDUCES OPERATING COSTS 
CUTS OPERATOR FATIGUE 
® REDUCES RIB DISTORTION 


United’s new machine for Goodyear Welt shoes combines 
channeling of the insole and setting of the lips to form the 
rib. In a single, fast operation it produces work of a higher 
quality than has generally been obtained from the two 
separate operations, 

It is quieter and is designed to give long parts life for 
lower maintenance costs. 

This combination machine takes less space, less stock fit- 
ting room labor and cuts the percentage of crippled insoles. 
Rib distortions are reduced and better quality can be ex- 
pected from the subsequent operations such as side lasting 
and inseaming 

If you are interested, get in touch with your United 
representative for further information. 





Channeling Lip Setting 


UA UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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washable white 
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. COLONIAL TANNING COMPANY, INC (op) 


BOSTON 11, MASSACHUSETTS 














The American Family 
is Grading Up 
and the Accent’s On 





Quality Boys’ Shoes 





Building 
for the 
Future 


Gerberich Dealers get 
their customers young, at 
kindergarten age and keep @ On the Soundest Base 
them straight through high yy 

school with the broadest 


range of sizes and the < e i n B O Y S’ S h oes 


strongest style program in 

boys’ shoes. Gerberich’s 

styling know-how, the result 

of 38 years of experience in ’ 
making boys’ shoes and eer 
nothing but boys’ shoes Gipes 
keep youngsters happy. 

Gerberich quality and work- 

manship have a strong 

appeal to value conscious 

parents. 














Gerberichs and Gee Pees are | 
in-stock and are nationally 
advertised in Boys’ Life 

and Parents Magazine. 


SELL B YOUTHS § 81/2—12-3 


3 Qh 20%s 1-6 
ome fi BIG BOYS = 672-11 


IN STOCK TO GERBERICH DEALERS 


GERBERICH 


THE FINEST NAME /N BOYS’ SHOES 


NEW YORK LOS ANGELES PHILADELPHIA IN CANADA 





